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Stories of the Week 

Verse of the Week 

Kelvinator-Nash-Hudson 
Good News 

How To Get Salesmen 
In the Groove 


Stories of the Week 


A door which led to the freezing 
room in a Detroit frozen food locker 
plant was left open too often—in 
spite of signs reading “Please Shut 
Door.” 

But the door remained tightly 
closed after the owner pasted onto it 
this sign: 

“Slam it, Dam It!” 


“What a sweet doll,” gushed the 
neighbor lady to the little girl. 

“Does she say ‘Mama’ when you 
hug her?” | 

“This isn’t an old-fashioned doll,” 
replied the little girl indignantly. 
“When she’s hugged she says ‘Oh 
Boy!’ ’"—Louisville Courier Journal. 


Verse of the Week 


NARDA refrigeration dealers sang 
this parody on “The Road to Man- 
dalay” lustily at their recent Chi- 
cago convention: 

"Long the path of the long trade-in 
Many of our dealers went; 

On bum credit risks and discounts 
Lots of what remained was spent. 

Add to this too much free service 
Over-buy and under-sell ... 

Then you'll start to find the 

reasons why 
Our business went to hell: 

WE FORGOT WE HAD TO SELL! 
We are going to sell more 

At full list in ’54; 

We'll ring doorbells and probe 
prospects 

And sell harder in the store. 
Competition just can’t beat us; 

We have good lines, and we've 

drive, - 
AND WE’LL HAVE A GOOD NET 
PROFIT 
When we're here in ’55! 


Kelvinator-Nash-Hudson 
Good News 


All around the nation collective 
sighs of relief were heard when de- 
tails of the long-rumored Nash- 
Kelvinator merger with Hudson be- 
came clear. 

Any merger, or change of manage- 
ment, worries dealers. Especially 
when they are satisfied with their 
present arrangements. 

Also unfounded RUMORS build up 
and fly around—to their dismay. 

The disturbing rumor in this case 
was that the Kelvinator division 
might be sold to a TV outfit as part 
of the package deal. 

To loyal Kelvinator dealers (and 
Kelvinator probably has more life- 
long dealers in the 15-to-20 years 
bracket than anybody else except 
Frigidaire) this possibility was tant- 
amount to a Judas Kiss. 

This rumor has been spiked. ~ 

Judging by our correspondence, 
and long-distance telephone conver- 
sations, the happiest men in the in- 
dustry right now are Kelvinator 
dealers. Their George Mason has re- 
assured them that they will continue 
to deal with the same people on the 
same satisfactory basis. 

President of the new combine tells 
us: 

“We foresee greater opportunities 
for Nash, Hudson, and Kelvinator. 
Each will retain their separate identi- 
ties and organizations. As our further 
plans, now in the making, become 
public they will strengthen our dealer 
organizations and attract new dealers 
in greater numbers. 

“Among the advantages of the 
move are a pooling of executive 
abilities, research and engineering 
sources, and purchasing power; op- 
portunities for new manufacturing 
economies and improved methods; re- 
duction of individual overhead and 
administrative charges; a diversifi- 
cation of products which tends to 
stabilize earnings in periods of high 

(Concluded on Page 5,°Column 3) 
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Remington Home Unit 
Designed To Cool 


Two or Three Rooms 


CHICAGO—A line of residential 
air conditioners designed for installa- 
tion with a minimum of ductwork, 
was introduced at the National Build- 
ers’ Show here by Remington Corp., 
a pioneer manufacturer of room air 
conditioners. 

Remington officials said that they 
were introducing the line of residen- 
tial units after four years of study- 
ing carefully controlled sample in- 
stallations. 

Part of this study included equip- 
ping two small multiple housing 
projects in 1951 with units which 
were the forerunners of their 1954 
residential line. 

Calling its units the “intermediate” 
type, Remington said that the air- 
cooled units are designed to be 
placed in the basement, the attic, or 


(Concluded on Page 4, Column 1) 


John Gilbreath Named 
To Head Westinghouse 
Air Conditioning Div. 


STAUNTON, Va.—John A. Gil- 
breath, former assistant vice presi- 
dent of Servel, Inc., has been named 
division manager of Westinghouse 
Electric Corp.’s new Air Conditioning 
Div. 

Gilbreath’s appointment was an- 
nounced by H. E. Seim, vice president 
and general manager of the Air Con- 
ditioning Div. The new Westinghouse 
executive had been with Servel since 
1940 in various capacities. 

The Air Conditioning Div. is re- 
sponsible for the development, manu- 
facture, and sales of air condition- 
ing and refrigeration equipment from 
2 to 100 hp. 

(Concluded on Back Page, Column 2) 


Louis N. Hunter Elected 
President of ASHVE 


HOUSTON, Texas—Louis N. Hunt- 
er’s election as president of the 
American Society of Heating and 
Ventilating Engineers for the coming 
year was announced at the group’s 
60th annual meeting held here Jan. 
25 to 27. 

Hunter is vice president of research 
for National Radiator Co. 

Other officers elected were: first 
vice president, John E. Haines, vice 
president, Controls Div., Minneapolis- 
Honeywell Regulator Co.; second vice 
president, John W. James, vice presi- 
dent in charge of research, McDonnell 


(Concluded on Back Page, Column 1) 


Belknap Mfg. Co. To Function 
As Detroit Controls Division 


DETROIT — The Detroit Controls 
Corp., manufacturer of automatic 
controls, has announced the purchase 
of the Belknap Mfg. Co. of Bridge- 
port, Conn. 

Belknap, producer of high quality 
bronze valves, fittings, and special- 
ized bronze castings, will carry on 
operations under its present name 
as a division of Detroit Controls 
Corp. Policies and operating person- 
nel of both companies will remain 
unchanged. 

The manufacturing facilities of De- 
troit Controls for the production of 
automatic controls for air condition- 
ing, domestic heating, refrigeration, 
aviation, Diesel, and industrial uses, 
together with those of Belknap, will 
make increased service possible to 
customers of both companies, it was 
stated. 


‘Right-To-Work’ }¢ 
May Be Tested by~ 
Court In Virginia 


RICHMOND, Va.—cCourt test of 
the “right-to-work” law which is on 
the statutes of Virginia and many 
other states is a possibility here as 
the result of alleged “union shop” 
contracts between the plumbers’ 
union and several Richmond plumb- 
ing contractors, including firms which 
also do refrigeration and air condi- 
tioning contracting. 

A temporary injunction preventing 
the enforcement of the contracts 
was first issued last August and 
then renewed for another four 
months Dec. 15. 

At another hearing Jan. 16, the 
union’s motion to dissolve the in- 
junction was once more denied.. 

First injunction was granted in 
Law and Equity Court here when 
Virginia’s Attorney-General J. Lind- 
say Almond, Jr. filed suit against 
the contractors, the Plumbing and 
Heating Contractors Association of 
Richmond, and Local No. 10, United 
Association of Journeymen and Ap- 
prentices of the Plumbing and Pipe- 
fitting Industry of the United States 
and Canada (AFL). 

Most of the plumbing contractors, 
however, now have been removed 
from the case as defendants, follow- 
ing their signing of stipulations 
covering the points of law in the case, 


(Concluded on Page 4, Column 4) 


York Last Quarter Sales 
Rise 34% Over 1952 


YORK, Pa.—Completed sales of 
York Corp. in the quarter ended 
Dec. 31, 1953, were up 34% from 
the like period a year earlier, total- 
ing $17,178,332 compared with $12,- 
784,772, Stewart E. Lauer, president, 
reported to stockholders recently. 

Net income for the quarter 
amounted to $381,290, or 31 cents a 
common share, against $115,598, or 
4 cents a share, in the corresponding 
1952 period. New business booked in 
the quarter was slightly over $20,000,- 
000, a gain of 27% over the com- 
parable year-ago period. 

The company’s fiscal year ends 
Sept. 30. 

For the 12 months ended Dec. 31, 
1953, completed sales totaled $87,097,- 
055, up 44% from the previous year. 


(Concluded on Back Page, Column 2) 
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and Gimbels 
te Room Cooler 
ales In January 


NEW YORK CITY—Macy’s and 
Gimbels, two of New York’s larg- 
est department stores and tradi- 
tional merchandising rivals, both 
opened their 1954 room air condi- 
tioner promotion campaigns last 
month with large-size advertise- 
ments. 

Macy’s broke first with a full- 
page ad, offering General Electric 
room units on a free installation 
basis, if “purchased immediately.” 

Gimbels later used nearly a full 
page to promote the new 1954 
RCA Victor line of room air con- 
ditioners. The ad stated that RCA 
Service Co. would, at a nominal 
cost, adjust and tune the pur- 
chaser’s air conditioner every 
year. 


Racca Training, Ad 
Plan Invites Labor, 
Mfr. Cooperation 


CLEVELAND—A _ proposed _pro- 
“gram of “public education” and 
personnel training, aimed at provid- 
ing a high caliber of refrigeration 
and air conditioning contractor in 
all parts of the country, and which 
would involve contributory coopera- 
tion from manufacturers, labor, and 
contractors, is being developed by 
the national Refrigeration and Air 
Conditioning Contractors Association. 


The proposed program is in the 
process of being placed before labor 
and manufacturing groups. that 
would be involved. The collateral 
cooperation of power companies and 
refrigeration supplies wholesalers is 
also being sought. 

Called the “Qualified Contractor” 
plan, its avowed purpose is to up- 
grade the work done in the selling, 
instaliing, and servicing of refrigera- 
tion and air conditioning equipment. 
It will involve a cooperative adver- 
tising effort, and the establishment 
of facilities for the training of com- 
petent engineers—men qualified to 
advise the commercial, industrial, 
and domestic user in the choice of 
the right size and type of equipment, 
states Ray Kromer, executive vice 
president of RACCA. 

Kromer views the plan as a na- 


(Concluded on Back Page, Column 2) 


Frigidaire Commercial 
7 Times Greater Than 


DETROIT—Typifying the tremen- 
dous growth of commercial refrig- 
eration and air conditioning, Michi- 
gan Frigidaire dealers learned that 
their 1953 sales were nearly seven 
times those of 1940, the best pre- 
war year. 

“In two months of 1953—July and 
December—sales for each month 
were more than all of 1940,” said 
Harold Moloney, manager of Frigid- 
aire Sales Corp.’s Detroit branch, at 
a sales meeting to introduce new 
products and plans for 1954. 

And the branch’s 1953 commercial 
and air conditioning sales ran 45% 
above 1952, exceeding the quota by 
5%, the dealers also learned from 
George Poggen, who heads this de- 
partment of the branch. 

Incidentally, 22 commercial deal- 
ers received “Hundred Percenter”’ 
plaques for meeting, or exceeding, 
their 1953 quotas. 

Only brand new product shown to 
dealers was the first of Frigidaire’s 
year-round air conditioners, designed 


Sales In Michigan 
Best Prewar Year 


primarily, though not exclusively, for 
the residential market. 

Restyled models of Frigidaire 
reach-ins and room air conditioners 
were introduced, and sales pointers 
were reviewed on ice makers and 
the commercial sized Meter Miser 
hermetic unit. 

Residential unit shown was the 
3-hp. oil-fired model, which is also 
available for gas. Both a 2-hp. and 
5-hp. unit in oil or gas will follow 
this spring, Poggen said, after which 
“add-on” cooling units in 2, 3, and 
5 hp. will be introduced. 

Product features and market po- 
tentials for the residential unit were 
outlined by Charles Ott, sales pro- 
motion manager, who advised dealers 
“to try first to get units in model 
homes and developments featuring 
‘open house’ showings in order to 
get publicity.” 

Pointing out that there are 45,000,- 
000 wired homes in this country, and 
that over 30,000,000 are 20 years 


(Concluded on Page 21, Column 3) 


Home Cooling to 
Get Full Study 
In Texas Project 


Industry, NAHB, Texas U. 
To Take Data on 14 New 
Houses with Cooling Units 


CHICAGO—Some of the answers 
on the effectiveness of various types 
of residential air conditioning sys- 
tems, the way in which construction 
details will affect cooling loads, and 
data on cost of operation, are ex- 
pected to be available for presenta- 
tion at the next National Association 
of Home Builders convention. 

This was revealed at the 1953 con- 
vention here when the NAHB offi- 
cially announced that plans are com- 
pleted for the building of a com- 
pletely air conditioning subdivision in 
Austin, Texas this spring, which will 
test various types of residential cool- 
ing systems, and make possible the 
study of the effect of various types 
of home construction on air condi- 
tioning loads and operating costs. 

The project is a joint research en- 
deavor undertaken by the NAHB, 
representatives of the air condition- 
ing industry, and the University of 
Texas. 

Preliminary plans and _ specifica- 
tions for the 14 homes to be built in 
the “research village’’ by members 
of the Austin Home Builders Asso- 
ciation were shown at the discussion 
session on air conditioning at the 
NAHB convention, and target date 
for completion of the houses has been 
tentatively set for May 1. This will 
permit tests to be made over practi- 
cally a full cooling season. 

All 14 homes will sell for approxi- 
mately $12,000, plus land, and will 
contain 1,100 sq. ft. of floor area. 
They will include a wide range of 
housing styles to provide as much 
data as possible for research investi- 
gators. The project will have single 
and split level homes, using both 
wood frame and masonry construc- 
tion. F 

By agreement with the families 
who are buying these homes, the air 
conditioned dwellings will be sub- 
jected to 12 months of exhaustive 


(Concluded on Back Page, Column 1) 


Nielsen Manages Servel 
Air Conditioning Div. 


EVANSVILLE, Ind.—H. R. Niel- 
sen has been named manager of the 
air conditioning division at Servel, 
Inc., according to 
James F. Donnelly, 
vice president in 
charge of sales. 
Nielsen was for- 
merly sales man- 
ager of the air 
conditioning divi- 
sion. 

A native of Co- 
penhagen, Den- 
mark, Nielsen 
: came to America 
H. R. Nielsen 48 a& young boy. 

He was educated 
in the public schools at Manning, N. 
D., and Tomahawk, Wis., and at- 
tended Northwestern university. 

Before joining Servel in 1948, he 


(Concluded on Page 4, Column 4) 


IN THIS ISSUE | 


Druggist Promotes ‘Large Economy Size’ 
Packaged Ice Cream for Freezer 


DON id oeiivebascstaccdiaeaxe 2 
‘Murder Clauses,’ Bid Shopping, and 

Bid Peddling Scored by Consulting 

CRG 5a Kinversivscertisdannene 5 
Dealer's ‘Bride School’ Assures Steady 

Supply of Prospects ................ 6 


Large Scale Promotion of Trade-ins 
Combats Price-Cutting Discounting.... 7 

Pictures from Builders Show 

Contractor Can Give Job to Union of 


His Choice, NLRB Rules ............. 9 
Why Freezers Are Profit Makers ...... W 
Survey Reveals Who Buys Refrigerator- 

Freezer Combination ............... 13 
What Was New at the Marts ......... 14 
Builder Views on Air Conditioning ..... 16 
How To Sell Packaged Air Conditioners 

a oe ee 18 
What's Slow. 6.6.0 .eneceees bere 15 
Refrigeration Problems—Thermometers In 

Refrigeration Service ............... 20 
POND iscde Cencdeeeeebel coat tel 22 
Government Contracts ................ 23 


et = oh . 5s 2 : ee > : as as coat ah ; F F oF i seas — die ETA aN “ie 4 ian ¢ _ Eee a > ety ae 7 m ig oe ,, ut pj ig ek? . i 7 aie 2 Cs mg . Pees ; 
z : : , . SOURS TGR ale 
a3 ae vA ; ad ca i Be a Pig? 
fam f ‘ we eae : i's Ss 
5 : ’ f as — cee aes ee Ss : a : : “4 & “ 
: : H ra 4 re | a s F- . 
es a f / « 2 s a c ze: 4 vil 
eee F ° ot t | 4 : R 4 # aS . ui ee 2 se ., 
if - # x) 
ores —— 4 : ; ie ¥ ”~ ae eee 
i si ‘ : ? ~ , oO & ” 
a NE ') } R / 6 K R | ] / WW % ~ &% i 
i; J a 3 Pf . 2 " & 2 “3 i 
: - . 5 ES A la ‘ SF by ae 17 bs d 7 we ig ~ & 9 “Se es 
9 “ - 4 & >» 3 oe 
aiid ) rm at & 
Sa colts - ; ~ < r : 
i . Cee eee oe sea alana ie a 9 & 
Reais — esos : 
Bs Oooo EE & - rd 
pe 
- a 
oi pl ee 
pa se 
oe tise 
ae a 
eo Mit 7 SE aw 
a Oa 
a P mS 
Tian en emcee 7 
ue ‘ ial 
. 
as 
ae Se 
aes: 
“ ox 
“ 
Sires oq 
sit Re wy a 
. -€ 
ne = 
7 i 
e.. ie 
ees ee 
ica 
res 7 
4 
‘ ° - 
” “ =| 
< ” eeeeeaoaoOoooOeeEeEeEeEOEeeeEeeEEee 
oe s 
gsi wt 
se lp " 

4 = = 
tes is 
na = ¥ * oi 
| } = 

ait. 
a er 
a a 
| sf 
a oh a . 2 sie ‘“ ex ey : . J F : ’ = ' Ly a es: ; ¥ wy ae 
ig ae ees ie Neca a i ay & a es Per oer i fe Thue - : 4 ; [Deis se Se Vener: 
= t a . +e) x <= . =. y i é "i Rots By - = : a aa mo Peis cil r $ . = ae ¢ = Bee 2 sane aera oak : fs ane 
a ee ps3 ee a ie + re oe oe % sshaatale son Pe 2 one pn eS oo sh Bide 


2 


Druggist Promotes ‘Large Economy Size’ 
Packaged Ice Cream to Freezer Owners 


LIBERTY, Mo.—Investing in an 
impressively large home freezer, 
which is set up next to the soda 
fountain in his store, and “going 
after the family market” have more 
than tripled ice cream sales at 
Porter’s Pharmacy, here. 

Virgil Porter, owner of the store, 
hit upon this idea when a local news- 
paper surveyed families to determine 
how many were using home freezers. 
The druggist was surprised at the 
high percentage of freezers in use in 
his community and then and there 
decided to switch his merchandising 
efforts over to “the large economy 
size.” 

Since that time, the home freezer, 
a standard model, has kept a mini- 
mum of 55 gallons of ice cream on 
hand in many different flavors. With 
a saving of approximately 20%, and 
because it is located where every 
entering customer will see it, Liberty 
residents are being encouraged to 
keep a gallon or two of ice cream on 
hand in their own home freezers, 
saving substantially on the cost, and 
always having ice cream on hand 
when guests drop in. 

“Demand for half-gallon packages 
has exceeded expectations,’’ Porter 
said. “Where families with several 
children are concerned, there is just 
as heavy a turnover in gallon sizes. 
We encourage the customer to buy 
two or more flavors in half gallons, 
rather than a single gallon of the 
same flavor, because experience has 
shown that a _ single flavor palls 
rapidly. To encourage this, we have 
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Racca Invites Auto 
Industry to Meeting on 
Air Conditioning 


CLEVELAND—The Refrigeration 
& Air Conditioning Contractors As- 
sociation has invited the National 
Automobile Dealers Association and 
the Automobile Manufacturers Asso- 
ciation to select a committee to 
confer with a like committee of the 
contractors on establishing stations 
for the servicing and installation of 
automobile air conditioning in the 
field by qualified mechanics, accord- 
ing to Ray Kromer, RACCA execu- 
tive vice president. 

On Oct. 23, 1953, a committee of 
top officials from RACCA and the 
United Association (AF of lL), 
through a joint resolution, notified 
the automotive industry of their will- 
ingness to cooperate in furthering 
satisfacttory performance of auto- 
mobile air conditioning. 

The resolution provided for co- 
operation from qualified refrigeration 
contractors in_ establishing such 
service stations, and notified the 
automotive industry that any attempt 
to withdraw automobile air condi- 
tioning or truck refrigeration from 
city or state codes would be opposed 
by both associations. 

Manufacturers of _ refrigeration 
equipment recognize the necessity of 
months and years of experience, 
Kromer says, in servicing compres- 
sors and accessory parts of stationary 
constant speed installations. Auto- 
mobile air conditioning, he says, 
offers added service problems with 
varying engine speed, road shock, 
and the elements. 


set up a price which makes a differ- 
ence of only a penny or two for buy- 
ing two half gallons instead of a gal- 
lon, and the usual head of the family 
welcomes the idea.” 

Porter has been careful to query 
each customer as to his own refrig- 
eration facilities before selling a half 
gallon or gallon container. “A lot of 
people have over-ambitiously bought 
a gallon of ice cream with only a 
low-temperature compartment in a 
new family refrigerator to keep it,” 
he said. “Naturally, the ice cream 
will stay in good condition, but it 
usually fills up the space in this sort 
of box. It is the customer with an 
11-ft. home freezer or larger, who 
represents the best market.” 


Universal Refrigerator 


Tagged at $239.95 


LIMA, Ohio—A promotional 9-cu. 
ft. refrigerator carrying a $239.95 
price tag was introduced by the Uni- 
versal Major elec Appliance Co. here 
at the recent home furnishings mar- 
ket in Chicago. 

The company plans to offer the re- 
frigerator in connection with a 50- 
piece set of silver plate dining ware 
during a special promotion campaign 
that will run to March 1. 

Labeled the 950 CD, the box fea- 
tures chartreuse and gold interior 
trim and a chartreuse inner door 
liner. It contains a 52-lb. capacity 
horizontal freezer. 
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WORDS BY THE 
MILE...ON METAL 


The history of tomorrow is being chroni- 
cled today on the pages of America’s 
great newspapers. Speed and precision 
work hand in hand to bring you up-to- 
the-minute news in accurately set easy- 
to-read type. 


Progress has been the constant and con- 
tinuing objective of typesetting machine 
manufacturers since their inception, in 
1901. Emerson-Electric was selected to 
pioneer in the powering of these early 
machines and over the years has kept pace 
with the newest developments. 


Your product, too, can benefit from Emer- 
son-Electric’s 63 years of motor manu- 
facturing experience. We specialize in 
building dependable motors in ratings 
from 1/20 to 5 h.p., and hermetic motors 
from 1/8 to 20 h.p. Your inquiry is 
invited. 

THE EMERSON ELECTRIC MFG. CO. 


ST. LOUIS 21, MO. 
MOTORS 


a 
© . Ye to 20 H. P. 


We offer manufacturers of hermetically sealed 
units a broad background of engineering 
experience in hermetic motor design. We also 
have unequalled facilities for the production of 
hermetic motor parts. Cooperative engineering 
service available without charge. 
Write for Bulletin No. 475. 
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Los Angeles Adopts 
Simplified Appliance 
Lists In “Yellow Pages’ 


LOS ANGELES — The Directory 
Advertising Div. of Pacific Telephone 
& Telegraph Co. has adopted the 
program of the Electric League of 
Los Angeles for fewer appliance 
listings in “yellow” directories, Glen 
L,. Logan, league managing director, 
announced recently. 

He said listings in the Los Angeles 
directory have been reduced from 44 
to 19. “This can mean a substantial 
savings to all dealers,’ Logan noted. 
Suburban directories will not be 
changed until later because they are 
already on the press or released. 

In a letter to Logan announcing 
the changes, A. E. Jaynes, advertis- 
ing sales manager of Pacific Tele- 
phone and Telegraph’s Directory Ad- 
vertising Div., said the new headings 
will become effective for the August 
1954 Los Angeles classified directory 
and all other directories delivered 
later. 

(Jaynes indicated that the new 
headings would be used in all the 
company’s southern California direc- 
tories. ) 

The league has been active in co- 
ordinating industry opinions on sim- 
plification of listings in the appli- 
ance sections of the _ directories, 
Logan pointed out. 

A list released by Pacific Tele- 
phone & Telegraph shows that gen- 
eral appliance headings have been 
reduced from 5 to 3, range and stove 
headings from 5 to 3, refrigerator 
and freezer headings from 5 to 2, 
television and radio headings from 
13 to 5, vacuum cleaner headings 
from 6 to 3, and washing machine, 
dryer, and ironer headings from 10 
to 3. 

For example, present headings for 
refrigerators and freezers are “Re- 
frigerators — Domestic”; “Refrigera- 
tors—Domestic, Renting”; “Refriger- 
ators—Domestic, Servicing’; “Refrig- 
erators—Used”’; and “Freezers—Food 
Storage Units.” New headings are 
“Refrigerators & Freezers” and “Re- 
frigerators & Freezers — Repairing 
& Parts.” 


Blast Freeze Offers Defrost 
Kit for ‘Iceberg’ Lockers 


CHICAGO — Blast Freeze Corp. 
here has announced the development 
of an auto-defrost conversion kit for 
“Iceberg” refrigerated lockers. 

Robert B. Ayres, president of Blast 
Freeze, stated that this kit is being 
made available through the coopera- 
tion of Larkin Coils, Inc. of Atlanta 
which is supplying the auto-defrost 
system for the new production. 

Blast Freeze is the exclusive com- 
mercial licensee for all patents cover- 
ing the former units and, according 
to Ayres, is offering this kit as a part 
of their program to assist former 
customers in obtaining greater sat- 
isfaction from their present equip- 
ment. 


Carrier Distributor Set Up 
To Test Factory Programs 


SYRACUSE, N. Y.—A distributor- 
ship in Louisville, Ky. is to be estab- 
lished for test purposes under the 
temporary control of Carrier Corp., 
Cloud Wampler, president, announced 
recently. 

This distributorship will be headed 
and partly owned by Arthur P. 
Shanklin, for many years a _ vice 
president of Carrier in the sales end 
of the business. 

In making this announcement, 
Wampler stated, “The action taken 
does not represent any change in our 
basic distribution policies. But we be- 
lieve that the new company can be 
used advantageously to test various 
aspects of Carrier’s sales, merchan- 
dising, and product programs.” 


Fedders Sales Up 14.6% 
In Quarter Ending Nov. 30 


BUFFALO—A 14.6% gain in sales 
during the quarter ending Nov. 30, 
1953 as compared with the same 
quarter in the previous year was an 
nounced recently by Salvatore Gior- 
dano, president of Fedders-Quigan 
Corp. 

Fedders volume for ‘the quarter, 
the first in its fiscal year, totaled 
$8,875,618. In the same quarter of 
the preceding year, the volume was 
$7,744,274. 

Net income, after taxes, was $158,- 
645 for the quarter, up from $132,029 
a year earlier. 

Giordano pointed out that the first 
quarter is the smallest of the year 
for Fedders. Production is primarily 
against orders for future delivery and 
sales are therefore small. He said the 
company is now working on orders 
for approximately 200,000 room cool- 
ers, about half of them under the 
Fedders label. The others are on con- 
tract for RCA Victor and Crosley. 


Templeton Joins Majestic 
As Director of Sales 


LOS ANGELES—Arsene Pernetti, 
general manager of Majestic Enter- 
prises, Ltd., manufacturer and dis- 
tributor of animated beverage dis- 
pensing equipment, announces that 
P. A. Templeton has acquired an in- 
terest in the firm and has joined the 
organization as director of sales. 

Templeton has been active in the 
beverage industry for many years, 
most recently as manager of the 
Fountain and Dairy Divs. of the 
Mission Dry Corp. He left that posi- 
tion to associate himself with Ma- 
jestic. 

Majestic anticipates the biggest 
year in the company’s history and 
has now placed into production a 
new model, the Auto-Electronic 
#1500, which automatically pours any 
desired drink and counts each serv- 
ing. 

New production facilities have been 
established to handle the increased 
volume indicated by current orders 
and quick deliveries are assured, 
Pernetti said. 


This continuous E-T soft ice 
cream freezer is built for peak- 
load operation—its sturdy con- 
struction and good design will 
give years Jependable and 
profitable servive. 


When you sell a soft ice cream 
freezer or a batch machine of 
any size, you owe it to yourself 
to investigate E-T equipment. 
There is a model for every job. 
Write for sales information. 
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Druggist Promotes ‘Large Economy Size’ 
Packaged Ice Cream to Freezer Owners 


LIBERTY, Mo.—Investing in an 
impressively large home freezer, 
ch is set up next to the soda 
fountain in his store, and “going 
after the family market” have more 
than tripled ice cream. sales at 


Porter’s Pharmacy, here. 

Virgil Porter, owner of the store, 
hit upon this idea when a local news- 
paper surveyed families to determine 
how many were using home freezers. 
The druggist was surprised at the 
high percentage of freezers in use in 
his community and then and there 
decided to switch his merchandising 
efforts over to “the large economy 
size.” 

Since that time, the home freezer, 
a standard model, has kept a mini- 
mum of 55 gallons of ice cream on 
hand in many different flavors. With 
a saving of approximately 20%, and 
because it is located where every 
entering customer will see it, Liberty 
residents are being encouraged to 
keep a gallon or two of ice cream on 
hand in their own home freezers, 
saving substantially on the cost, and 
always having ice cream on hand 
when guests drop in. 

“Demand for half-gallon packages 
has exceeded expectations,’’ Porter 
said. “Where families with several 
children are concerned, there is just 
as heavy a turnover in gallon sizes. 
We encourage the customer to buy 
two or more flavors in half gallons, 
rather than a single gallon of the 
same flavor, because experience has 
shown that a _ single flavor palls 
rapidly. To encourage this, we have 


set up a price which makes a differ- 
ence of only a penny or two for buy- 
ing two half gallons instead of a gal- 
lon, and the usual head of the family 
welcomes the idea.” 

Porter has been careful to query 
each customer as to his own refrig- 
eration facilities before selling a half 
gallon or gallon container. “A lot of 
people have over-ambitiously bought 
a gallon of ice cream with only a 
low-temperature compartment in a 
new family refrigerator to keep it,” 
he said. “Naturally, the ice cream 
will stay in good condition, but it 
usually fills up the space in this sort 
of box. It is the customer with an 
11-ft. home freezer or larger, who 
represents the best market.” 


Universal Refrigerator 


Tagged at $239.95 


LIMA, Ohio—A promotional 9-cu. 
ft. refrigerator carrying a $239.95 
price tag was introduced by the Uni- 
versal Major elec Appliance Co. here 
at the recent home furnishings mar- 
ket in Chicago. 

The company plans to offer the re- 
frigerator in connection with a 50- 
piece set of silver plate dining ware 
during a special promotion campaign 
that will run to March 1. 

Labeled the 950 CD, the box fea- 
tures chartreuse and gold interior 
trim and a chartreuse inner door 
liner. It contains a 52-lb. capacity 
horizontal freezer. 


Racca Invites Auto 
Industry to Meeting on 
Air Conditioning 


CLEVELAND—tThe Refrigeration 
& Air Conditioning Contractors As- 
sociation has invited the National 
Automobile Dealers Association and 
the Automobile Manufacturers Asso- 
ciation to select a committee to 
confer with a like committee of the 
contractors on establishing stations 
for the servicing and installation of 
automobile air conditioning in the 
field by qualified mechanics, accord- 
ing to Ray Kromer, RACCA execu- 
tive vice president. 

On Oct. 23, 1953, a committee of 
top officials from RACCA and the 
United Association (AF of lL), 
through a joint resolution, notified 
the automotive industry of their will- 
ingness to cooperate in furthering 
satisfacttory performance of auto- 
mobile air conditioning. 

The resolution provided for co- 
operation from qualified refrigeration 
contractors in establishing such 
service stations, and notified the 
automotive industry that any attempt 
to withdraw automobile air condi- 
tioning or truck refrigeration from 
city or state codes would be opposed 
by both associations. 

Manufacturers of _ refrigeration 
equipment recognize the necessity of 
months and years of experience, 
Kromer says, in servicing compres- 
sors and accessory parts of stationary 
constant speed installations. Auto- 
mobile air conditioning, he _ says, 
offers added service problems with 
varying engine speed, road shock, 
and the elements. 


WORDS BY THE 
MILE...ON METAL 


The history of tomorrow is being chroni- 
cled today on the pages of America’s 
great newspapers. Speed and precision 
work hand in hand to bring you up-to- 
the-minute news in accurately set easy- 
to-read type. 


Progress has been the constant and con- 
tinuing objective of typesetting machine 
manufacturers since their inception, in 
1901. Emerson-Electric was selected to 
pioneer in the powering of these early 
machines and over the years has kept pace 
with the newest developments. 


Your product, too, can benefit from Emer- 
son-Electric’s 63 years of motor manu- 
facturing experience. We specialize in 
building dependable motors in ratings 
from 1/20 to 5 h.p., and hermetic motors 
from 1/8 to 20 h.p. Your inquiry is 
invited. 


THE EMERSON ELECTRIC MFG. CO. 


ST. LOUIS 21, MO. 


HERMETIC 


MOTORS 
Ve to 20 H. P. 


Los Angeles Adopts 
Simplified Appliance 
Lists In ‘Yellow Pages’ 


LOS ANGELES — The Directory 
Advertising Div. of Pacific Telephone 
& Telegraph Co. has adopted the 
program of the Electric League of 
Los Angeles for fewer appliance 
listings in “yellow” directories, Glen 
L. Logan, league managing director, 
announced recently. 

He said listings in the Los Angeles 
directory have been reduced from 44 
to 19. “This can mean a substantial 
savings to all dealers,’’ Logan noted. 
Suburban directories will not be 
changed until later because they are 
already on the press or released. 

In a letter to Logan announcing 
the changes, A. E. Jaynes, advertis- 
ing sales manager of Pacific Tele- 
phone and Telegraph’s Directory Ad- 
vertising Div., said the new headings 
will become effective for the August 
1954 Los Angeles classified directory 


and all other directories delivered 
later. 
(Jaynes indicated that the new 


headings would be used in all the 
company’s southern California direc- 
tories. ) 

The league has been active in co- 
ordinating industry opinions on sim- 
plification of listings in the appli- 


ance sections of the _ directories, 
Logan pointed out. 
A list released by Pacific Tele- 


phone & Telegraph shows that gen- 
eral appliance headings have been 
reduced from 5 to 3, range and stove 
headings from 5 to 3, refrigerator 
and freezer headings from 5 to 2, 
television and radio headings from 
13 to 5, vacuum cleaner headings 
from 6 to 3, and washing machine, 
dryer, and ironer headings from 10 
to 3. 

For example, present headings for 
refrigerators and freezers are “Re- 
frigerators — Domestic’; ‘“Refrigera- 
tors—Domestic, Renting”; “Refriger- 


| ators—Domestic, Servicing”’; “Refrig- 
| erators—Used”; and “Freezers—Food 


Storage Units.” New headings are 
“Refrigerators & Freezers” and “Re- 
frigerators & Freezers — Repairing 
& Parts.” 


Blast Freeze Offers Defrost 
Kit for ‘Iceberg’ Lockers 


CHICAGO — Blast Freeze Corp. 
here has announced the development 
of an auto-defrost conversion kit for 
“Iceberg” refrigerated lockers. 

Robert B. Ayres, president of Blast 
Freeze, stated that this kit is being 
made available through the coopera- 
tion of Larkin Coils, Inc. of Atlanta 
which is supplying the auto-defrost 
system for the new production. 

Blast Freeze is the exclusive com- 
mercial licensee for all patents cover- 
ing the former units and, according 
to Ayres, is offering this kit as a part 
of their program to assist former 
customers in obtaining greater sat- 
isfaction from their present equip- 
ment. 


Carrier Distributor Set Up 
To Test Factory Programs 


SYRACUSE, N. Y.—A distributor- 
ship in Louisville, Ky. is to be estab- 
lished for test purposes under the 
temporary control of Carrier Corp., 
Cloud Wampler, president, announced 
recently. 

This distributorship will be headed 
and partly owned by Arthur P. 
Shanklin, for many years a _ vice 
president of Carrier in the sales end 
of the business. 

In making this announcement, 
Wampler stated, “The action taken 
does not represent any change in our 
basic distribution policies. But we be- 
lieve that the new company can be 
used advantageously to test various 
aspects of Carrier’s sales, merchan- 
dising, and product programs.” 


Fedders Sales Up 14.6% 
In Quarter Ending Nov. 30 


BUFFALO—A 14.6% gain in sales 
during the quarter ending Nov. 30, 
1953 as compared with the same 
quarter in the previous year was an 
nounced recently by Salvatore Gior- 
dano, president of Fedders-Quigan 
Corp. 

Fedders volume for ‘the quarter, 
the first in its fiscal year, totaled 
$8,875,618. In the same quarter of 
the preceding year, the volume was 
$7,744,274. 

Net income, after taxes, was $158,- 
645 for the quarter, up from $132,029 
a year earlier. 

Giordano pointed out that the first 
quarter is the smallest of the year 
for Fedders. Production is primarily 
against orders for future delivery and 
sales are therefore small. He said the 
company is now working on orders 
for approximately 200,000 room cool- 
ers, about half of them under the 
Fedders label. The others are on con- 
tract for RCA Victor and Crosley. 


Templeton Joins Majestic 
As Director of Sales 


LOS ANGELES—Arsene Pernetti, 
general manager of Majestic Enter- 
prises, Ltd., manufacturer and dis- 
tributor of animated beverage dis- 
pensing equipment, announces that 
P. A. Templeton has acquired an in- 
terest in the firm and has joined the 
organization as director of sales. 

Templeton has been active in the 
beverage industry for many years, 
most recently as manager of the 
Fountain and Dairy Divs. of the 
Mission Dry Corp. He left that posi- 
tion to associate himself with Ma- 
jestic. 

Majestic anticipates the biggest 
year in the company’s history and 
has now placed into production a 
new model, the Auto-Electronic 
#1500, which automatically pours any 
desired drink and counts each serv- 
ing. 

New production facilities have been 
established to handle the increased 
volume indicated by current orders 
and quick deliveries are assured, 
Pernetti said. 


We offer manufacturers of hermetically sealed 
units a broad background of engineering 
experience in hermetic motor design. We also 
have unequalled facilities for the production of 
hermetic motor parts. Cooperative engineering 
service available without charge. 
Write for Bulletin No. 475. 


This continuous E-T soft ice 
cream freezer is built for peak- 
load operation—its sturdy con- 
struction and good design will 
give years of dependable and 
profitable service. 


EMERY THOM 


When you sell a soft ice cream 
freezer or a batch machine of 
any size, you owe it to yourself 
to investigate E-T equipment. 
There is a model for every job. 
Write for sales information. 
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Bonus VALUE REFRIGERATORS! 


Think of it! A complete refrigerator line with only five models .. . 
and every single one has automatic defrosting at no extra cost! This is 
your answer to the problems of inventory investment . . . rapid turn- 
over and sound profits in competitive 1954! 


HM 
feet “1 Bonus VALUE FREEZERS! 


ae an 18 cu. ft. upright freezer no wider or higher than an 11 
cu. ft. refrigerator! Other models (a 12-foot upright and 3 chest-types) 
embody the same compact design. And prices are up to $100 less than 
comparable models in 1953! Take command of the freezer market in 
your territory with Kelvinator. 


we 


y 


aT. “T Bonus VALUE RANGES! 


“Lae OP 

With four “feature” models and four “alternates’’ Kelvinator meets 
the retailer’s every need. You can sell the complete line from a display 
of just four models, two of which offer “‘Bonus Broilers’’ at a single- 
oven price. This also means lower inventory and faster turnover for you. 


Bonus VALUE HOME LAUNDRY 
“= =) EQUIPMENT! 


New automatic washers with exclusive and provable washing advan- 
tages. New dryer that is three-way exclusive with Safe Temperature, 
Safety Cylinder, Safety Door. For the budget market, Kelvinator 
gives you an automatic washer and dryer—priced among the lowest 
in their field. 


BACKED BY SALES-BUILDING PROMOTIONS! 


These new Kelvinator appliances . . . as well as the other Kelvinator 
products for 1954 . . . were created especially to give your 
customers Bonus Values during Kelvinator’s 40th Anniversary! 
And Kelvinator gives you the promotional backing to bring pros- 
pects in to see these Bonus Values! Strong television and maga- 
zine advertising integrated week after week with Kelvinator’s 


store promotions . . . will bring profitable traffic to your store. These 
promotions are honest-to-goodness volume sales-producers 
in every sense of the word. And they are only one of many retail- 
minded Kelvinator activities designed to build you a bigger 
and better business in 1954! Here again is evidence that in Kel- 
vinator you have the most valuable franchise in the industry. 


{| Inquiries from interested retailers are invited ... in confidence. |} 


he a & £ THE MOST VALUABLE FRANCHISE 
B/a £4. @ OVE in THE APPLIANCE INDUSTRY 


Division, Nash-Kelvinator Corporation, Detroit 32, Michigan 


ELECTRIC REFRIGERATORS - ELECTRIC RANGES +- HOME FREEZERS + WASHERS AND DRYERS + IRONERS + KITCHEN CABINETS AND SINKS 
ROOM AIR CONDITIONERS - ELECTRIC WATER HEATERS - GARBAGE DISPOSERS + ELECTRIC DEHUMIDIFIERS - COMMERCIAL REFRIGERATION 
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AIR CONDITIONING & REFRIGERATION NEWS, 


FEBRUARY 1, 1954 


AN “INTERMEDIATE RESIDENTIAL AIR CONDITIONING SYSTEM (between a room cooler 
and a complete home system) is what Remington Corp. is terming its new line of 1, 1%, 


ond 2-hp. air-cooled units which it is introducing this year. 


Sales Manager M. lL. Judd 


points to unit which can be installed in attic, crawl space, or utility room, to provide 
cooling for two or three rooms. 


Remington Residential Conditioner - - 


(Concluded from Page 1, Column 2) 
the utility room, and by means of 
ductwork or a plenum space, air con- 
dition the two, three, or four rooms 
that are used the most. The models 
are available in 1-hp., 1%4-hp., and 
2-hp. sizes. 

To avoid extensive ductwork and 
cutting and patching of walls, Rem- 
ington points out that one unit could 


be provided for upstairs rooms, an- 
other for the living-dining floor. Unit 
in attic would have ceiling outlets in 
upstairs bedrooms; unit in basement 
can cool downstairs through diffuser 
type outlets. 

Point is also made that “installed” 
or permanently affixed air condition- 
ing equipment is eligible for mort- 
gage coverage. 


Tom Gibbons of Coleman 
Dies from Auto Injuries 


ENID, Okla.—Tom Gibbons, 40, 
director of advertising and sales pro- 
motion of the Coleman Co. of 
Wichita, Kans., died here on Jan. 24 
in St. Mary’s hospital from injuries 
received Jan. 3 in an automobile ac- 
cident. The accident occurred near 
Enid as he was returning to Wichita 
from a holiday in Texas. 

Prior to joining Coleman last May, 
he was director of marketing of the 
Caloric Stove Corp., Philadelphia, 
after six years as advertising man- 
ager of Magic Chef, Inc., St. Louis. 

Survivors include his wife, Claire; 
three children, John, 12; Mary, 9; 
and Elliot, 5; his parents, Mr. and 
Mrs. Frank Gibbons, of Gardena, 
Calif.; three brothers, Walter of St. 
Louis and Stanley and Harold of 
Gardena; and one sister, Mrs. O. R. 
Francis of Gardena. 


Phoenix Firm Te Cover 
Arizona for MeQuay 


MINNEAPOLIS — H. Blake 
Thomas, vice president in charge of 
sales of McQuay, Inc., has announced 
the appointment of Carns, Hoaglund 
& Turner Sales Co., Phoenix, Ariz., 
as its representative for heating and 
air conditioning products in Arizona. 

Vern J. Carns, president, and 
James B. Hoaglund, secretary-trea- 
surer, were both formerly associated 
with Boyd Engineering Co., Inc. 
John C. Turner, vice president, was 
formerly manager of the air condi- 
tioning department of Henson Robin- 
son Co., Springfield, Il. 


‘Right-To-Work’-- 


(Concluded from Page 1, Column 3) 
it was revealed at the Jan. 16 court 
hearing. 

The union, however, said it could 
not agree to all the stipulations. 

Section of the contract between 
the union and contractors which can- 
not be inforced during the injunction, 
Almond says, reads: 

“The employer will employ journey- 
men and apprentices who are in good 
standing in the local union unless 
the local union fails to supply an 
adequate number on request.” 

This section has since been re- 
moved from the original contract, 
say both the union and the contrac- 
tors. 

In the original petition last August, 
Almond contended that violations of 
the “right-to-work” law are wide- 
spread. As passed in 1947, the Vir- 
ginia law provides that no employ- 
ment shall depend on membership 
in a labor organization. No penalty 
was provided in the law. 

The stipulations signed by the con- 
tractors recently were: 

“(1) That by mutual agreement 
between these defendants and defend- 
ant Local Union No. 10 the language 
contained in the agreement between 
said local union and said defendant 
referred to in paragraph three of 
the bill of complaint has been de- 
leted from said agreement. 

“(2) That the undersigned defend- 
ants do assure the court of their 
bona fide intention to comply in all 
respects with the right-to-work laws 
of the Commonwealth. 


“(3) That the undersigned defend- © 


ants will, so long as prohibited by 
Virginia law, neither enter into nor 


—® observe any contract or understand- 


H & H TUBE AND yes a ya COMPANY 
Ongar ttora ance arte mation rf Whale — he 
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"FABRICATED 
SEAMLESS COPPER 


ay 


1S NEW YORK —CONNECTICUT 
W. Lawrence Ave., Chicago 30, Spring 71662 435 Ridge Rd., Wethersfield, Conn. Hartford 9-1264 
NA NEW YORK STATE 


NORTHERN OHIO 


GAN, EASTERN wis 
Fisher Bidg.. Detroit, Trinity 3-1295 

GAN, WESTERN 

Monument Sq. Bidg., Grand Rapids, Gl. 4-8606 


f 


TALFLO LOCKSEAM 


Main Road, Akron, New York, Akron 2338 
SOUTHERN 

410 W. First St., Dayton 2, Hemlock 1732 
P. O. Box 214, Racine, Tel. 4-2320 


777 Stantord Ave., Los Angeles, Calif., Van Dyke 2082 


SEAMLESS TUBING 


H&H 
Seamless Coiled 
Copper Tubing 
or Straight Lengths 


Available in sizes from 42” O.D. to and including 1%” O.D. 
with wall thicknesses from .010 through .065. Fabricated by 
H & H into all types of ports for leading manufacturers in 
SIN the refrigeration and air conditioning field, this tubing is also 
available in straight lengths or coils. All H & H refrigeration 
> STATES tubing is bright, clean, and dehydrated, protected in ship- 
ment according to customer specifications. 


— = “® =~ 6 > 


COIL STRIP AND 


TUBULAR PARTS 


ing, express or implied, whereby dis- 
crimination respecting their employes 
or those applying for employment 
would result because of membership 


or non-membership in any labor 
union or organization. 
“(4) That they recognize the 


policy of the law to be that both 
union and non-union employes should 
have the right to work for them 
from time to time, or at the same 
time, and that they will not, in vio- 
lation of that policy, initiate, en- 
courage, enforce, or volutarily ob- 
serve any practice whereby union 
employes are prevented from work- 
ing on the same job from time to 
time, or at the same time, with non- 
union employes, or whereby non- 
union employes are prevented from 
working on the same job from time 
to time, or at the same time with 
union employes. The practice of the 
contractors notifying the business 
agents of the unions when they need 
men shall not be considered a viola- 
tion of this stipulation, nor will this 
paragraph be construed to prevent 
the said defendants from contract- 
ing for labor with whom they so de- 
sire.” 

Beecher W. Stallard, attorney for 
the union, told the judge at the Jan. 


‘16 hearing that of 68 plumbing con- 


tractors in the Richmond area, at 
least 61 regularly hire non-union 
plumbers. 


Gibson Reveals New Line, 
Marketing Plan Feb. 2-3 


GREENVILLE, Mich.—Gibson Re- 
frigerator Co. will hold a national 
distributor convention at the Jeffer- 
son hotel in St. Louis Feb. 2-3, it 
was announced by J. L. Johnson, 
vice president in charge of sales. 

He said the company will present 
its 1954 line of refrigerators, ranges, 
air conditioners, and freezers, and a 
new marketing and dealer develop- 
ment program to the more than 400 
distributor executives at the meeting. 

Several unusual new ideas have 
been incorporated in the new line, ac- 
cording to Johnson. He added that 
retail sales of the 1954 models “will 
be spurred by a unique advertising 
and sales promotion program.” 


Nielsen Appointment - - 


(Concluded from Page 1, Column 5) 


was associated with the Milwaukee 
Gas Light Co. for many years as a 
salesman, sales supervisor, and later 
manager ef the new construction divi- 
sion. 

His work at Servel has included 
three years as air conditioning zone 
supervisor at Washington, D. C., and 
two years as southern regional air 
conditioning manager at Atlanta. He 
was transferred to Evansville as air 
conditioning sales manager in 1953. 


Court Rules “Sales Talk’ 
Can Constitute Guarantee 
In Some Cases 


WASHINGTON, D. C.—Under cer- 
tain circumstances, a salesman’s as- 
surance to a customer that “We don’t 
sell trash” can constitute a guaran- 
tee that the merchandise is in good 
condition. 

Municipal Court of Appeals so 
ruled recently in upholding a lower 
court award of $398 to a local truck 
driver who claimed that a used car 
he purchased had been misrepre- 
sented. 

The driver, Paul T. Wright, paid 


that amount to Moore-Day Motors,’ 


Inc. as down payment on a 1950 auto- 
mobile. The next day, he said, the 
car would not start so he had it 
towed to the company for needed 
repairs. 

Later, he received a repair bill 
totaling $54. 

Wright then filed suit against the 
auto dealer and the court ruled in 
his favor. 

The award was upheld by the 
Appellate Court. 

Moore-Day Motors’ maintained 
that the salesman’s assurance that 
the firm would not sell “trash” was 
merely sales talk. However, the court 
ruled that although such an expres- 
sion may be just “puffing,” it could 
constitute a guarantee under certain 
conditions. 

It did in Wright’s case, the court 
held. 


to the 


E E or 
M E GRADUATE 


with an interest and 
experience in 


RESEARCH or 
DESIGN 


SEEGER REFRIGERATOR COM.- 
PANY, one of the nation’s largest 
manufacturers in the field of refrig- 
eration, now has in an important 
phase of operations the following 
openings for: 


MANAGER OF PRODUCT 
RESEARCH DEPARTMENT 


Master of Science degree in Mechani- 
cal or Electrical Engineering, or its 
equivalent, in addition to experience 
in household refrigeration product 
engineering. Must be capable of 
originating and supervising all phases 
of development of new products and 
improvement of current products. 
Will be responsible for guidance and 
activities of staff engineers and labo- 
ratory technicians working on such 
products as rotary compressors, con- 
densers, capillaries, noise analysis, 
controls and relays, and complete 
units. Knowledge of patent laws and 
procedure will be helpful. Position 
requires thorough training and ex- 
perience in engineering fundamentals 
plus oo administrative and _per- 
_sonnel handling ability. 


COMPRESSOR RESEARCH 
ENGINEER 


Graduate engineer with degree. in 
Mechanical or Electrical Engineering, 
and experience in household refrig- 
erating compressor design desirable. 
New designs and refinements of exist- 
ing rotary compressors with special 
emphasis on lubrication, sound level, 
bearing loading, cooling, are desirable, 
and are to be original and developed. 
Knowledge of materials, surface 
finishing, and heat treatment. 


RECENT ENGINEERING 
GRADUATES 


Recent engineering graduates in 
Mechanical, Electrical, or Chemical 
Engineering required for household 
refrigeration Product Engineering 
Division. Will be assigned to depart- 
ments where talents will be used to 
best advantage, such as, Unit, Cabinet, 
Research, Compressor, or Metallurgi- 
cal Departments. Will assist experi- 
enced refrigeration engineers and will 
work with the finest engineering and 
technical equipment in _ splendid 
laboratories and facilities. 


apply to: 
EMPLOYMENT 
DEPARTMENT, 


SEEGER 
REFRIGERATOR 
COMPANY, 


EVANSVILLE 7, 
INDIANA 
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“Murder Clauses,’ Bid Shopping, and Bi 


Peddling Scored by Consulting Engineer 


CHICAGO—At a recent meeting 
of the Illinois Chapter, American So- 
ciety of Heating & Ventilating Engi- 
neers, members and guests heard a 
prominent Chicago consulting engi- 
neer denounce the use of “murder 
clauses” in specifications (requiring 
contractors to give performance 
guarantees) and the evils of bid 
shopping and bid peddling. 

The speaker was Norman E. 
Bueter, a past president of the Chica- 
go Association of Consulting Engi- 
neers and chairman of the Technical 
Advisory Committee of the Mechani- 
cal Construction Industries of Greater 
Chicago. 

The committee was formed about 
two years ago and includes repre- 
sentatives of the Heating, Piping & 
Air Conditioning Contractors Chi- 
cago Association, the Chicago Asso- 
ciation of Consulting Engineers, to- 
gether with ventilating, plumbing, 
and electrical contractor groups. 


PROPOSED CHANGES 


A proposed code of trade practices, 
accepted in principle by each of 
these member associations, and sub- 
sequent discussions are designed to 
bring about various changes, some 
of which are: 

1. Elimination of “murder clauses” 
in contracts. Bueter pointed out that 
when i responsibilities are placed 
where they belong, there will be no 
necessity for such clauses. In fact, 
a responsible engineer should not ex- 
pect the contractor to guarantee his 
engineering or cover up his mistakes, 
it was stressed. 

2. Proper designation of responsi- 
bilities. ‘“‘The consulting engineer and 
the contractor each have definite and 
separate responsibilities which should 
be understood and set forth. The 
owner has the responsibility of back- 
ing up the consulting engineer.” 

3. Acceptable bidding practices. “A 
definite closing date and time should 
be established and no bids should 
be tendered or accepted after the 
closing time. When the awarding 
authority issues requests for mechani- 
cal bids which stipulate that all said 
bids be submitted directly to or 
through the owner, architect, or en- 
gineer, this procedure shall be strictly 
adhered to and no mechanical bids 
shall be processed through a general 
contractor. 

“When the awarding authority 
stipulates that mechanical bids be 


submitted through the general con- ~ 


tractor, the requests for such bids 
should stipulate that the names of 
the proposed mechanical subcontrac- 
tors be stated in and officially con- 
sidered as part of the bid submitted 
by the general contractor.” 


4. Open vs. closed specifications. 
“A base bid with alternates is con- 
sidered fair and practical. The speci- 
fication should name a definite make 
of material or equipment but should 
provide that the contractor may sub- 
mit a proposal covering substitute 
products or equipment. The contrac- 
tor must, however, file his bid based 
upon the plans and specifications and 
then state the deduction or addition 
to be made in case the substitutes 
are accepted.” 


STANDARDIZATION OF 
DRAWINGS 


5. Standardization of drawings. 
“One of the primary reasons for con- 
sulting engineers turning out inferior 
drawings and specifications is lack of 
proper remuneration. Standardization 
of. consulting engineers’ fees, similar 
to the standards set up by the 
American Institute of Architects, 
would provide a much needed step 
in this direction.” 


6. Standardization of symbols. “In 
the Chicago area, there has been no 
standardization of drawing symbols 
used. In the near future, the commit- 
tee will publish recommended symbols 
which all members of the Chicago 
Association of Consulting Engineers 
have agreed to use.” 

In answer to a question from the 
floor, the speaker mentioned that the 
recommended symbols will be some- 
what simpler than those of the 
American Standards Association. 

In his closing remarks, Bueter de- 
nounced free engineering on the part 
of manufacturers and contractors and 
also pointed out that such engineer- 
ing is not free, the costs being simply 
passed on to the customers. In his 
opinion, the number of manufactur- 
ers and contractors who condone this 


o 


practice is gradually diminishing. 

During an unusually lively question 
and answer session, T. M. Cunning- 
ham, executive secretary of the Heat- 
ing, Piping & Air Conditioning Con- 
tractors Chicago Association, cited 
several examples of bid shopping 
and bid peddling and agreed whole- 
heartedly with the speaker’s remarks 
on “murder clauses” in contracts for 
the installation of mechanical equip- 
ment. 

John Aeberly, chief of the Chicago 
Bureau of Heating, Ventilating & In- 
dustrial Sanitation, remarked that 
any contract represents a meeting 
of minds and, in the last analysis, is 
valid only to the extent of the in- 
tegrity of the parties entering into 
the contract. In his opinion, it is no 
more practical to demand a perform- 
ance guarantee from the consulting 
engineer than from a doctor or a 
lawyer. 

Another prominent Chicago con- 
sulting engineer, E. P. Heckel, was 
asked his opinion in regard to con- 
tractor responsibility in the event of 
objectionable fan noise. He stated 
that the contractor should not be 
held responsible where the consulting 
engineer specified the type, size, and 
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Learn to live and laugh— |—~ 
Thus delay your epitaph |* 
By GEORGE 
F. TAUBENECK 


(Concluded from Page 1, Column 1) 


and low business activities, and a 
spreading of tooling costs over more 
units with less cost per unit.” 

Mergers are not new to Mason, 
Nash, and Kelvinator. 

Nash’s predecessor company was 
founded in 1902 in Kenosha, Wis., by 
Thomas B. Jeffery, whose Rambler 
was one of the world’s first mass- 
produced automobiles. 

Charles W. Nash, who ran away 
from home when he was 12 and was 
making only $1 a day when he was 
27, in 1910, became general man- 
ager of the Durant-Dort Carriage 
Co. in Flint. He was president of 
Buick when he was 46, and soon be- 
came president of General Motors. 
But Nash wanted a car bearing his 
own name. So, in 1916, he bought the 
G. & J. Mfg. Co. maker of the 
Rambler, and the following year built 
10,000 Nash cars. In 1924, his com- 
pany bought the Lafayette Motor 
Car Co. Nash merged with Kelvina- 


tor in 1937 in order to hire George 
Mason as his successor. Nash died 
in 1948 and Mason became chairman 
as well as president. 

Mr. Mason had been racing and 
selling cars as early as 1907. At 33, 
he was the first general works man- 
ager of Chrysler Corp.; and he 
entered the a-borning refrigeration 
field as president of Copeland. Next 
he was president of Kelvinator in 
1928 when he was only 37. He has 
been president of the Automobile 
Manufacturers Association since 1946. 

Jittery Kelvinator dealers should 
have remembered that Mr. Mason 
refused to leave Kelvinator for Nash. 
The only terms on which Charles 
Nash could obtain his services was 
a merger of the two diversified firms. 


How To Get Salesmen 
In the. Groove 


Motorola wasn’t sure whether its 
Workshop Conferences were a suc- 
cess or not. The three-day workshops, 
held last year in 11 cities, had gen- 
erated a lot of enthusiasm among the 
men attending. But how far they had 
gone in meeting their objective of 
making distributor salesmen _ into 
sales counselors was not known. 

“Today we know,” says Edward R. 
Taylor, vice president. “The results 
of a national contest among our dis- 
tributors’ men have proved that they 
were a success. The number and 
quality of the entries proved to us 
that they were not a waste of time. 


It looks likely that there will be more 
of them in the future.” 

The contest consisted of five post- 
conference assignments. Each man 
was to: 1) analyze his territory to 
evaluate the dealers and to select 
three for a development program; 
2) franchise six new dealers in areas 
selected by his sales manager; 3) con- 
duct one complete store promotion 
with a dealer; 4) assist any dealer 
to recruit, hire, and train one retail 
salesman; 5) conduct six group sales 
meetings using training aids seen at 
the workshop conferences. 

On completion of the assignments, 
a detailed report was filled out by 
each contestant and given to his sales 
manager, The latter picked the best 
three reports and forwarded them to 
his regional manager. 

Then regional men chose the best 
six and sent them to Kip Anger, 
Motorola’s sales training director. 

Anger and other factory personnel 
sifted the entries, judging how well 
the assignments were carried out. 
How good were the dealers they fran- 
chised? How original was his store 
promotion? What showmanship ele- 
ments were used in the sales meet- 
ings? 

The winner: Gus Kikes of Eoff 
Electric Co., Portland, Ore. Kikes re- 
ceived $500. Lesser amounts were 
awarded to second and third place 
winners and winners on regional and 
local levels. 

This idea is worthy of adoption 
and adaptation. 


make of fan. 


TYPE 402 
with pressure 
limiting feature 


TYPE S1 


TYPE HK 
high pressure 
float valve 


Up to 5 tons “Freon- 
12’, 10 tons Methyl 
Chloride and 20 tons 
Ammonia, 


SUCTION LINE CONTROLS 


TYPE EPR 


for oll refrigerants, 


with connection sizes up 
to 6” ; 


ALCO ALSO 


* 
TYPE 52 TYPE M3 


THERMO EXPANSION VALVES 


TYPE TK 
“3 valves in 1" 


SOLENOID VALVES 


TYPE TCL 


FLOAT VALVES AND SWITCHES 


TYPE J5 
electric 


ahs 


TYPES 771-772 

SUCTION PRESSURE TYPE 760 
REGULATORS (HOLD “EVAPOTROL” 
BACK VALVES) 


Pressure regulator—'2 


Prevent motor over- Bon, “Freon-12"°—% 


load. Freon-12, ton, Methyl Chloride. 
Freon-22. 
MAKES: Constant Pressure Expansion Valves 


— Liquid and Suction Line Strainers. 


Accurate control for full-flooded 
evaporators. Adjustable to a 
wide range of level changes. Easy-to-set 
control dials conveniently mounted in re- 
mote box. Successfully used for over 5 years. 


( 


TYPE TR 
Multi-Outlet 


4 


and steam. 


TYPE R2 


908 
LECTRO- 
LEVEL 
electronic 
remote 
control of 
liquid 
level 


TYPE E 
with Strainer 


TYPE TX 


Solenoid Liquid Valves 
— up to 172 tons. Sole- 
noid Suction Valves — 
up to 28 tons. Thermo 
Expansion Valves—from 
fractional tonnage to 
125 tons. Automatic Ex- 
ponsion Valves — from 
fractional tonnage to 
60 tons. 


AVAILABLE AT YOUR WHOLESALER’S 


ALCO VALVE CO. 


853 KINGSLAND AVE. 


ST. LOUIS 5, MO. 


For capacities in excess of those listed, 
write us for further details and give 
specific requirements. 


For automatic control of liquid re- 
trigerant on oll types of refrigera- 
tion and air conditioning systems. 
Copacities: from fractional tonnage 
to 50 tons “Freon-12", 100 tons 
Methyl Chloride. Low temperature 
valves for —40° F. to —100 F. 


For all types of service. For 
liquid: ‘‘Freon’’—up to 75 tons. 
Methyl! Chloride—up to 150 tons. 
For suction: ‘‘Freon’’—up to 8.8 
tons. Methy! Chloride—up to 17 
tons. For brine, water, gas, air 


oe. Tl ee 


i ns 
ay 
Wee * mag 

“ 
Ce 
&- 


Z 2 : Y . r “ Be at oe ‘ Net 
Kk. 
a | 3 
- 
“ee = 
cer- S , - 
as- ee 
on’t ee 
“an- | 4 ie 
ee 
so 
wer 
uck } 
car 
ore- 
aid | ae 
ors, r 7 
1to- 
the 
| it _ 
ded - me 
bill ae 
the 
in | — 
the | s 
ee ee 
ned 
hat 
vas } us 
urt a 
"es- a 
uld PE 
ain 10 OVO0OW ‘A : 
es | | _ 
; — 
a : 
i 
| a | — Cd | 
i. | = ; ; | 
: . Ret - _ = 
“| r = ome | Et | 
“ante RE 
i a a 
ts | " ee ae, aa 
, ' i a a ie oe 
4 | | 7: aE ie en ’ 
f float mee) = ae fiat 
8 | switch 2 re ths comes rae: ce pe 
d Cd Fer “Preen”, 6 ee ? ee rc 
r: 1 _¥ Methyl! Chlo- : ph oe yee 
d et ride, Ammo- : i eae ? ste he cae Are 
44 nia and other : ea , = a 
h non-corrosive a ee . 7 
n= liquids having a specific Bio 7 
S, gravity of .6 or more. Bs : “ope 
e Up to 460 volts AC and a ma 
d 250 volts DC. : c : : : ; 
n } 
; AMMONIA CONTROLS ; ; 
4 
. | - at the COMPLETE LINE 
a ; 
} 4. “= = + 
| Le fe ijl of refrigerant 
er || Ge RE | 
ey ) controls | 
ks TYPE ee ie le 
* TYPE UG ae ee 
t- | re a oe cars Meas 
P, : 
fi (4 it | 
e _ s 
(oo - 
“i 
7 Lelia * 
; ey 4, 
} od 
" a = 
s | PO ; 
t- i “ 
; | Se _ 
| a ‘- 
il es 4 
: a 
} ~<a 
| a 3 
} = i 
7 Rio. SSS So a . y 
i a e ae Z i agg . : F i ie | oe Tee a nee ee | ee ae j 


& 


AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 1, 1954 


Everybody Benefits 
Dealer’s ‘Bride's School’ 
Assures Steady Supply 
Of Good Prospects 


WEST YARMOUTH, Mass.—One 
sure-fire way an appliance dealer can 
insure a lot of valuable new prospects 
is by setting up a “Bride’s School,” 
according to Robert Cannon, manager 
of Cannon’s, Inc., appliance dealer. 

During the early summer months, 
Cannon’s sponsors a “Bride’s School” 
over a 10-week period. Groups of 
from 20 to 40 engaged girls make up 
the audience. They go over such sub- 
jects as marketing, budget keeping, 
cooking with gas and electricity, 
useful appliances, general home man- 
agement, table-setting, party-giving, 
and many related subjects. 

Dealer Cannon hit upon the idea 
primarily as a means of boosting 
sales, but it has caught on so well 
that it has now become a regular 
part of the firm’s operations. 

During each of the’ evening 
presentations, which begin at 8:00 
o’clock and are about two hours long, 
a guest speaker is presented— 
supplied by co-operating manufac- 
turers, women’s clubs, distributors, 
etc. Almost any manufacturer who 
produces anything of appeal to women 
can be depended upon to send a 
demonstrator, or a guest lecturer, 
Cannon found. 

Thus, the bride’s school was ahead 
of the usual cooking school in the 
variety and interest of subjects 
presented. For example, on one even- 
ing a young West Yarmouth girl 
modeled typical short summer wed- 
ding gowns for part of the evening 
which brought the house down. On 
another evening, a lecture on the 
all-important subject of “keeping the 
husband interested” brought a record 
turn-out. There were no _ strings 
attached to the promotion, other than 
the fact that each young woman had 
to register. 

As each girl changed from a pros- 
pective bride to a young wife, ap- 
pliance sales rose commensurately, 


‘Consolidation Sale’ 


Offers Consumers 
Appliance Bargains 


CINCINNATI—Savings up to $140 
on the purchase price of a single ap- 
pliance and totaling several millions 
of dollars in all is being offered con- 
sumers in a nationwide ‘“Consolida- 
tion Sale” by dealers in Crosley prod- 
ucts and Bendix Home Appliances 
which started Jan. 8. Sale items in- 
clude refrigerators, automatic wash- 
ers and dryers, ranges, and freezers. 

Parker H. Ericksen, Avco Mfg. 
Corp. vice president and appliances 
general manager for the company’s 
Crosley and Bendix Home Appliances 
divisions, said the Consolidation Sale 
was made possible by the reduction 
of duplicate warehousing, sales and 
service facilities as a result of the 
consolidation of the Crosley and 
Bendix distributing organizations last 
July. 

“This unique merchandising event,” 
Ericksen said, “was created to pass 
on to the public the benefit of 
economies effected by the consolida- 
tion.” 

Special prices, he said, will apply 
to merchandise purchased for the 
Consolidation Sale event. The num- 
ber and variety of appliances on sale 
will vary from market to market as 
will the dates of the sale. 

Savings to the consumer, he said, 
will range from $30 to $70 on elec- 
tric ranges, $70 to $140 on refrig- 
erators, and $40 to $70 on washers 
and dryers. 

“This event is the greatest home 
appliance sale in scope and savings 
available to the public since the end 
of World War II,” he said. 

Prior to ‘the consolidation of their 
sales and distributing organizations 
Crosley products and Bendix Home 
Appliances were handled by compe- 
titive distributors and dealers. 


Using Stereo Slides Helps 
Dealer Cut Big Inventory, 


Cooking School Results 
In 4 Major Appliance 
Sales, Many Prospects © 


NORLINA, N. C.—Cash prizes to 
clubs having the largest percentage 
of members present, merchandise 
prizes to holders of lucky numbers, 
and small favors for all were lures 
that helped attract more than 400 
women to a cooking school sponsored 
by E. G. Hecht, local appliance dealer. 

The Frigidaire school was staged 
in the Norlina Theater on a Friday 
afternoon from 2 to 5 o’clock before 
a packed house. It was conducted 
by Miss Frances Maness, Frigidaire 
home economist, assisted by Miss 
Sara Fonville, Carolina Power & 
Light Co. home economist. 

Hecht presided as master of 
ceremonies, aided by store personnel, 
a utility representative, and others. 

Immediate result of the school was 
the sale of four major appliances 
and a lengthy list of prospects who 
were systematically followed up. 

To help promote attendance at the 
school, Hecht offered a $15 prize to 
the club with the largest percentage 
of its members present. Second and 
third place prizes ($10 and $5, re- 
spectively) also were awarded. 

In addition, a set of silver was 
given to the grand prize winner in 
the lucky number drawing. Eight 
smaller prizes went to other winners. 

Also, each woman present was pre- 
sented her choice of a paring knife 
or a small scoop as a favor from 
Hecht’s. 
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Kelvinator Plans Intensive Advertising 
Campaign To Mark 40th Anniversary Year 


NEW YORK CITY — Kelvinator 
will launch its 40th anniversary year 
with an intensive first-quarter “Jubi- 
lee of Bonus Values” campaign, 
Charles J. Coward, merchandising 
manager, has announced here re- 
cently. 

Coward said the campaign is a five- 
point “sales barrage’ planned to 
bring each Kelvinator dealer a bigger 
share of 1954 appliance business in 
his shopping area, including: 

1. A new TV show, “Omnibus,” 
coast-to-coast over the CBS-TV net- 
work every Sunday from 5 to 6:30 
p.m., E.S.T. 

2. A mass-audience national mag- 
azine advertising campaign. 

3. “Jubilee of Bonus Values” dis- 
play and traffic-building store pro- 
motion. 

4. A weekly “bonus values’ pro- 
motion covering refrigerators, freez- 
ers, ranges, laundry equipment, and 
kitchen cabinets. 

5. Key city newspaper advertising. 

Coward said Kelvinator would be- 
come a participating sponsor of the 
family-audience “Omnibus” show 
which began Jan. 3, and had signed 
Jinx Falkenberg, TV-radio-movie per- 
sonality, to handle its television com- 
mercials on a long-term basis. 

National advertising schedules 
through March call for a series of 
ads in such magazines as Saturday 
Evening Post, Life, Good Housekeep- 
ing, McCall’s, and Ladies’ Home Jour- 


nal, with particular emphasis on 


Kelvinator’s compact new freezers 
and its “short” line of all automatic- 
defrosting refrigerators. 

“A major dealer problem in the 
past has always been to get enough 
models from each product line on 
the appliance floor at one time,” 
Coward said. “This year, however, 
Kelvinator’s new product lines have 
been planned so that each dealer can 
exhibit an adequate product display 
with only five refrigerators, four 
featured range models, three freezers, 
automatic washer and dryer, and 
room air conditioners. 

“A special unit display of Kelvina- 
tor kitchen cabinets can be added by 
the dealer with a minimum of invest- 
ment.” 

Key traffic-building promotion, he 
said, is an adaptation of the key-and- 
treasure chest idea, with a 40th an- 
niversary “Lucky Birthday Cake” as 
the object to be opened by the win- 
ning key-holder. 

“We know from experience that 
upwards of 50% of the people who 
receive keys in this type of promo- 
tion can be expected to come to the 
store,” Coward said. “Proper ad- 
ministration of the activity can pro- 
vide a source of live appliance pros- 
pects that will last for weeks, and 
results are immediate.” 

“For mass-audience impact in the 
dealer’s shopping area, key city 
newspaper advertising tying in with 
current national magazine ad themes 
have been carefully scheduled. 
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Cannon reports. “Our young engaged 
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—and made the sale. That one sale 
paid for the camera, case, flash 
equipment, gadget bag, and elevator- 
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evaporators can be made 
better with Bundyweld Tubing 


NEW FLO INDICATOR FLAP 
SHOWS ALL FLOW CHANGES 


Analyze flow, function of 
expansion valve, by means 
of E-Z to SEE sensitive flap, 
instantly responsive to 
variations in flow. Pos- 
itively leak-proof — hun- 

's of thousands in use. 


Available at Wholesalers 


I began photographing appliances, I 
had to wait until a big set came in 
or else worked with catalogs. 
This was most unsatisfactory. Slides 
solved the problem.” 

Besides cutting down on stock, it 
cuts the cost of floor models—and 
the discounting of them after several 
months of floor use. 

Jesse often photographs appliances 
in the homes of customers for 
psychological selling aids. Each pic- 
ture shows the appliance and the 


happy customer. 
HAR RY ALT 


all and Winter * DEPENDABOO! 
Over 9,000 Items Illustrated, Described and Priced 


. REFRIGERATION Parts and Supplies 
» Pee ELECTRIC MOTOR PARTS, AIR CONDITIONING 
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WHY BUNDYWELD IS BETTER TUBING 


NOTE the exclusive 
Bundy-developed 
beveled edges, which 
afford a smoother joint, 
absence of bead and 


Bundyweld starts as and passed through Bundyweld, double- 


continuously rolled 


SIZES UP 


i HEATING . . a 0] a single strip of twice around later- a furnace. Copper walled and brazed 
’ copper-coated steel. ally into a tube of coati fuses ith th h ! 
: Then it’s... uniform thickness, steel. Result .% = comed. rales TORUS. aa” ee 
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ALTER CO. Inc. 
1 Avenue, Chicago l6, illinois 
134 Lafayette Street, New York 13, New York 


Bundy Tubing Distributors and Representatives: Cona.: i Steel & Al Co. 117 €. Washington St. . 
Bidens * Cambridge Mass.: Austin-Hastings Co., inc., 226 
yy whe °. 2, Tenn.: Peirson-Deak 0., 823-824 Chattanooga Bank Bidg. @ 32, til: Lapham- -Hickey Co., 3333 W. “in Place izaber New 
urray Co., Inc. Post Office Box 476 @ Los ‘Angeles 58, Calif: Tubesales, 5400 Alcoa Ave. @ 3, Penn. Rutan & Co., 1717 Sansom St. © San 
Colif.: Pacific Metals Co. Ltd, 3100 19th St. © Seattle 4, Wash: Eagle Metals Co., 4755 First Ave, South @ Toronto 5, Ontario, Canada: Alloy Metal Sales, Ltd., 181 Fleet St. East. 
nickel and Monel tubing are sold by distributors of of nickel and nickel alloys in principal cities. 


WHOLESALE ONLY ~ Eee 


“Harry Alter gives you snappy service.’ 
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Trade-In Techniques 


BeCOND pn RED ~ , 
REFRIGER ATORS 


STORE RUNS full block allowing the main corner at Front and Allegheny to be used for 
new appliances. The other corner is reserved for used appliances. 


BARGAIN WINDOW is aimed at people in- 

terested in making cash purchases. This 

separate window does not interfere with 
new appliance displays. 


Large Scale Promotion of Trode-lns Combats 
Price-Cutting and Discounting, Dealer Says 


PHILADELPHIA—tTrade-ins have 
helped the appliance firm of Fred 
A. Brown overcome customers’ 
arguments and also overcome profit 
losses by meeting competition of 
price-cutting dealers. 

“We are constantly faced with 
customers who are giving us discount 
arguments and also pointing out 
price-cutting appliance houses,” says 
Fred A. Brown, Jr., firm partner. 

“We have found that promoting 
trade-ins on a large scale has greatly 
helped us combat price-cutting and 
discounting. We turn our customers 
attention to the trade-in allowance 
on the old appliances they have in 
their homes, and by doing this, we 


are able to get the better of these 
situations.” 

When customers begin to discuss 
price-cutting and discounts’ with 
Brown, he immediately turns their 
attention to a used appliance which 
they have at home and finds out 
which appliance can be used for 
trade-in. Then he promotes. the 
allowance that he will give for it. 

“We explain to our customers that 
we are a reputable dealer and are 
standing behind the merchandise we 
are selling,” says Brown. “We also 
let our customers know that we 
service every item that we sell and 
we intend to remain in business for 
years to come. In other words, we 


try to establish in the mind of a 
customer that we are a reputable 
firm and that by being such, we have 
to charge the normal price for an 
appliance. But if they are concerned 
with discounts and price-cutting, we 
turn their attention to the appliance 
they can trade in.” 

The firm allows customers up to 
$150 on trade-ins. With the customer 
having full knowledge that they are 
going to receive a fair allowance, 
that will more than equal the reduc- 
tion that they would be given on the 
appliance elsewhere, Brown satisfies 
his customers. _ 

“In many cases, we will take in a 
used appliance even though the cus- 
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Whatever the way, shape or form you want 
your evaporator—tubing on steel sheet, or on 
expanded metal or on wire—it can be made 
better if it’s made with Bundyweld Tubing. 
Positively leakproof by test, Bundyweld is 
thinner-walled yet stronger—has high thermal 
conductivity, high bursting strength. And Bundy- 
weld takes easily to any of the standard protective 


coatings. 


Whatever the way you attach tubing—weld, 
braze, mechanical clinch—Bundyweld sticks to 
your supporting member solidly, for keeps. 
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Bundy’s long experience with refrigeration 
assures you the best—and probably least expen- 
sive—fabrication you’ve ever had. Intricate ser- 
pentine bends are produced in volume on fixtures 
of Bundy’s own design. If your part can be made 
faster, more cheaply, with some slight design 
modification, our engineers will suggest the 
change. Over the years their ideas have resulted 
in considerable savings, actual product improve- 


ment for many manufacturers. 


Bundyweld Tubing 


A SINGLE STRIP 


Why not see just how much better your 
evaporator can be made? Call or write BUNDY 
TUBING COMPANY, Detroit 14, Michigan. 


* 


tomer is buying a different type of 
appliance,” brings out Brown. “If a 
customer is buying a gas range and 
they do not have a range to trade 
in, we will ask them what other 
appliances they may have that they 
would like to be rid of. And in many 
cases, we will find that the customer 
may have a washer, waffle iron, or 
a used television. In this case, we will 
allow him something on these appli- 
ances. 


The store has found there is a 
large market for trade-ins. These 
include persons who wish to buy 
appliances for cash, those that wish 
to buy for summer homes, or extra 
use, or others that do not expect to 
be in the area for too long a period. 


DEALER HAS OWN REPAIR SHOP 


All trade-in appliances acquired by 
the firm are immediately checked 
over and put in condition. The firm 
has its own repair shop that does all 
the necessary work for refrigerators, 
televisions, radios, ranges, and other 
small household appliances. As soon 
as the appliances have been put in 
good condition, they are placed in the 
special economy corner store. 


The store runs the full length of a 
block. This means that there are 
two corners for merchandise display. 
The main corner which is located at 
Front & Allegheny is used for the 
display of new appliances. The other 
corner is for all used appliances. 
This has been promoted as_ the 
“economy corner’ and large signs 
on either side identify it as such. 


“We have found it advisable to 
separate the sales of new and trade- 
in appliances,” says Brown, “because 
it seems to stimulate activities in 
both parts of our business. When 
customers enter the store and are 
interested in a new appliance, we 
naturally let them browse through 
the displays that we have. Customers 
interested in trade-in appliances 
naturally are shown those which we 
have in the economy corner store. 
By keeping our traffic separated, 


we find that sales are more easily 
made.” 

Appliances that do not move out 
of the economy corner quickly are 
advertised in the classified sections 
of the newspapers. The store has 
found that these ads help to move 
more merchandise than any other 
medium. Customers seeking used 
merchandise most always turn to the 
classified columns in the newspapers. 

“We have found that the majority 
buying trade-ins want to buy for 
cash. Many people do not want to 
become involved in payments,” Brown 
indicated. 

One of the show windows in the 
front of the store that is devoted to 
new appliances has a large sign over 
it reading, “Bargain Window.” In 
this window are placed some of the 
trade-ins that are in stock in the 
economy corner store. This is in- 
tended to attract customers inter- 
ested in making cash purchases. This 
does not in any way interfere with 
the display of new appliances in the 
windows. 


AVERAGE 15 USED APPLIANCE 
SALES PER WEEK 


“Just to give an idea of the trade- 
in appliance market here, we wish 
to point out that we sell approxi- 
mately 15 trade-in refrigerators each 
week. This is averaged on a year- 
round basis. We also make a satis- 
factory number of sales of all of 
the other appliances that we have in 
trade,” Brown mentioned. 

The firm is able to do a substantial 
business on trade-ins because of their 
service policy. They guarantee all of 
the merchandise that they sell. Prices 
on trade-in appliances start at about 
$39.50 for a refrigerator. Appliances 
selling from this price to about $100 
get thirty days free service on labor 
and parts. Any appliance selling for 
more than $100 affords that customer 
service on labor and materials for a 
year. When customers know that the 
firm will stand behind the trade-in 
appliances that they sell by the serv- 
ice policy, it simplifies sales. 


Offers Operating Profit Formula 


Standardized Accounting System for 


CHICAGO—Adoption of a _ stand- 
ardized system of accounting through- 
out the appliance industry was urged 
at the annual convention of the Na- 
tional Appliance & Radio-TV Dealers 
Association by Ken Stucky, Stucky 
Bros., Fort Wayne, Ind., and trea- 
surer of NARDA. 

Stucky pointed to the accomplish- 
ment of the automobile in this regard, 
and drew a parallel between the 
needs of car dealers in 1915 and ap- 
pliance dealers today. 

“We have to have a way of getting 
a standardized appliance accounting 
system compiled, promulgated, 
adopted, and installed by the appli- 
ance dealers,” he said. 

“We will need the help of every 
man in our industry. Our trade pub- 
lications should help us; our manu- 
facturers must help, also our financial 
institutions, utilities, and distributors. 
And most important of all, we deal- 


‘ers must want it.” 


A thumb-nail operating formula for 
two classes of dealers—small volume 
dealers and those in the larger- 
volume  bracket—was offered by 
Stucky, and was developed from 
NARDA’s 1952  costs-of-doing-busi- 
ness survey. 


He said: 

“From the manufacturers’ sug- 
gested list, subtract your cost of 
goods, in order to determine your 
real operating margin (sometimes 
called gross margin, or gross profit). 
Smail-volume dealers should then 
allow one fifth of this operating mar- 
gin to cover salesmen; one fifth to 
cover necessary staff to support sales- 
men; one fifth to cover advertising, 


MARSH 


Instruments 


The Serviceman line of Test- 
ing Gauges, Testing Thermom- 
eters, Timers, etc. 

Pressure Gauges and Dial 
Thermometers for all services. 
Marsh-Electrimatic, Regulat- 
ing Valves, Solenoid Valves. 


MARSH INSTRUMENT CO. 


Sales Affiliate of 
Jas. P. Marsh Desperation, 
Dept. D, Skokie, Tl. 


‘Appliance Industry Urged by Stucky 


deliveries, and administrative ex- 
penses; and the remaining one fifth 
to cover taxes, interest, owner’s pay, 
and funds to reinvest back into the 
business. 

“Larger-volume dealers have to 
make an additional allowance—for 
freight, inventory shrinkage such 
as lost goods and damages, mark- 
downs, trade-in losses, etc., and figure 
one sixth for each of the items 
previously listed.” 

Stucky also reminded NARDA 
members that the tremendous future 
growth of the appliance business that 
is anticipated within the next 20 
years makes it even more necessary 
for them to individually, and as an 
organization, find the ways and 
means to handle that additional busi- 
ness efficiently, satisfactorily, and at 
a reasonable profit. 


we 


GLEAMABLE 


WATER-COOLED 


CONDENSERS 


MORE EFFICIENT DOUBLE-TUBE 
COUNTER-FLOW DESIGN 
“New unit” efficiency is always 
maintained with H & M water- 
cooled Condensers because they 
are cleanable—quickly, econom- 
ically. Do as the industry does— 
demand nothing less, for the cost 

is no more. Write for Catalog. 


WHOLESALERS IN PRINCIPAL CITIES 


BESSEMER BLDG. + PITTSBURGH 22. PA 
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Noma Enters Room Cooler 
Field with 2 Models 


NEW YORK CITY — Joseph H. 
Ward, president, Noma Lites, Inc., 
recently announced his company’s 
entry into the room air conditioner 
field. Noma manufactures decorative 
lighting products and toys. 

Noma has ready for delivery a 
%-ton and i1-ton deluxe room air 
conditioner. Both units will auto- 
matically cool in summer and heat 
in winter. 

Sales will be in charge of Walter 
H. Steiner. 

All Noma units come equipped 
with UL approved enclosed G-E heat- 
ing units, Ranco thermostats, two 
G-E sealed, permanently lubricated 
motors, Tecumseh internally spring 
mounted compressor, 8-position con- 
trol switch, four separate individually 


“ROOM COOLER 


Eee. = 
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adjustable four directional louvers, 
two-tone Bonderized steel, and plas- 
tic weatherproof cabinets. 

The Noma No. 75 deluxe %-ton 
unit is designed for rooms with a 
floor area up to 400 sq. ft., and will 
circulate up to 300 cu. ft. of room air 
per minute. Suggested list price is 
$399.95. 

The Noma No. 100 deluxe 1-ton 
unit is designed for rooms with a 
floor area up to 550 sq. ft., and will 
circulate up to 340 cu. ft. of room air 
per minute. Suggested list price is 
$440.95. 

The %-ton unit will remove up to 
30 qts. of water from the room air 
every 24 hours, and the 1-ton unit 
will remove up to 36 qts. of water 
from the room air for the same 
period. 


Fedders Names Distributors 
In Clearwater, Cincinnati 


BUFFALO — Appointment of two 
new distributors of Fedders room air 
conditioners was announced recently 
by Robert E. Cassatt, national sales 
manager for Fedders-Quigan Corp. 

They are the St. Anthony Corp. of 
Clearwater, Fla., and Griffith Dis- 
tributing Corp. of Cincinnati. R. J. 
Helmick is air conditioner sales man- 
ager and W. S. Reinhart is general 
sales manager for Griffith. 


Tywel Begins Production 
Of Room Coolers Under 
Private Label, Contract 


NEW YORK CITY — Alex M. 
Lewyt, president of Tywel Mfg. 
Corp., announced recently that pro- 
duction of window air conditioners 
has started at its new plant at 57th 
St. and 1st Ave., Brooklyn. 

He said the entire production for 
the 1954 season has been sold in ad- 
vance. 

Tywel—a private brand manufac- 
turer—was organized recently to en- 
gineer and manufacture air condi- 
tioners, under contract, for other 
companies. 

The air conditioners have been spe- 
cifically engineered to meet the ex- 
treme requirements of weather con- 
ditions in the southwest. Distribution 
of the units Tywel will manufacture 
for its customers will be concentrated 
in that area where a cooling season 
of 150 days (compared with 100 days 
in most other regions) makes it a 
booming market, Lewyt further in- 
dicated. 

Lewyt announced that for the 1954 
season Tywel will manufacture %, 
%, and 1-hp. units. Production this 
year will be only of deluxe models, 
with thermostats and two-speed fans 
as standard equipment. 

Other features will include an 
“easy-to-change” filter, accessible 
through a front door in the cabinet; 
concealed pushbutton control; four- 
way directional grilles; optional heat- 
ers; and a cabinet which mounts 
“practically flush” with the window 
sill. 


Room Coolers Share Spotlight 


Here Are Few of Window Units 
On Display at Builders Show 


“EASY TO INSTALL AS A SCREEN" 


Aisi d. 


is the claim made for the 
d for ¢ t 


new Chrysler Airtemp air co 


windows. The unit is simply mounted against the window, using 

the holes pre-drilled for storm sashes and screens. It measures 

35 in. high, 16 in. wide, and 12 in. deep. It is fully controlled 
by thermostats with a night setback for quiet operation. 


DELCO 


DAYTON 1, OHIO 


SALES OFFICES: 


Dallas ¢ Detroit 


Atlanta ¢ Chicago 
Cincinnati ¢ Cleveland 


Hartford ¢ Philadelphia 
St. Louis ¢ San Francisco 


DELCO MOTORS 


the best running mate your product can have 


Millions of Delco Motors—fractionals and 
integrals—are giving reliable service in the 
operation of farm equipment, home appli- 
ances, tools and machinery of every sort. 


Such wide usage suggests that Delco Motors 
give a good account of themselves, perform- 
ance-wise. Such user acceptance suggests, 
too, that you would find a Delco Motor the 
best running mate for your product. 


PRODUCTS 


DIVISION OF GENERAL MOTORS CORPORATION 
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ABOVE: CONTROLS IN CONCEALED PANEL 
THAT PREVENT OVERCOOLING AND PER- 
MIT switch from cooling to heating in new 
Philco model 86K reverse cycle room air con- 


ditioner are demonstrated by Georgia 
Schuler. Unit is one of 22 models in Philco 
1954 room cooler line. 


RIGHT: RADIANT TYPE HEATING WITH A 

glass panel is a feature of the “All Season 

Comfort" room air conditioner which Arthur 

Wyatt of Electriglas Corp. is demonstrating 

here. Cooling is supplied by ao %-hp. re- 
frigerating system. 


NONTONING CORPORATION 


CABINET FINISHED IN BEIGE FIBERGLAS 

AND MINIMUM projection into room are 

among main features of new United States 

Air Conditioning Corp. window unit. Inge 

Jorgenson shows how cabinet does not ex- 
tend beyond drapery line. 


RCA Air Conditioning Ad Budget Increased 
One Third; All Media To Be Included 


CAMDEN, N. J.—RCA’s 1954 room 
air conditioner advertising budget 
has been increased one third over 
last year to support the company’s 
expanded line of nine basic models 
of console and window type units, 
the RCA Victor Div. of Radio Corp. 
of America announced recently. 

Plans call for increased use of all 
media. A variety of dealer sales 
training material will be used to 
meet changing market conditions and 
increased competition, according to 
Paul W. Grover, manager of adver- 
tising and sales promotion of the 
RCA room air conditioner depart- 
ment. 

Leading national magazines will 
be used extensively in addition to a 
wide range of specialty and trade 
publications; newspapers in key mar- 
ket areas; network and local radio 
and television; and a large selection 
of direct mail and other promotional 
material. 

Grover pointed out that RCA en- 
tered the room air conditioner field 
less than three years ago and that, 
each year, the company has garnered 
a larger share of the market. 

“We expect 1954 to be the best 
year so far in the history of the 
room air conditioner industry,” he 
said, “and our advertising plans are 
tailored to enable our dealers to take 
advantage of the mounting consumer 
acceptance.” 

Initial ad in the consumer cam- 
paign will break in the Feb. 22 issue 
of Life, about a month earlier than 
last year’s kick-off. Other full page 
insertions, in black-and-white or 
color, will follow in such publications 
as Time, Better Homes & Gardens, 
and TV Guide. 


RCA’s network radio and television 
shows on the National Broadcasting 
Co. also will be used extensively. 
These include the Dennis Day Show 
and the “Show of Shows,” with Sid 
Caesar and Imogene Coca, on NBC- 
TV, and the “Phil Harris-Alice Faye 
Show” on the NBC radio network. 

Heavy emphasis will be placed, 
copywise, on specific engineering 
improvements incorporated in RCA’s 
1954 line of air conditioners. Various 
ads will spotlight such features as 
permanent filters, night lights, built- 
in thermostats, pushbutton operating 
controls, and optional heating facili- 
ties. 

Initial consumer ads will carry a 
fill-in coupon which readers are 
asked to mail to RCA for a book 
titled: “Your Health, Your Income, 
Your Family, Your Happiness, and 
Air Conditioning.” 

In addition to heavy schedules in 
general magazines, such specialized 
publications as Institutions Magazine, 
and American Motel, as well as a 
wide range of trade magazines, also 
will be used throughout the year. 

RCA’s air conditioner sales pro- 
motion material includes a pocket 
manual providing information on all 
RCA models; a rapid calculator 
which permits a salesman to de- 
termine the precise unit for a given 
room size; and direct mail pieces, 
line folders, car cards, decals, win- 
dow and wall banners, full-color wall 
charts, display racks, and window 
displays. 

To augment its dealer co-op adver- 
tising, RCA also is making available 
newspaper mats and radio and TV 
spots. 
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| Contractor Can Give 


Job to Union of His 
Choice, NLRB Rules 


WASHINGTON, D. C.—A contrac- 
tor can assign work to members of 
one union rather than another, free 
of coercion on the part of the pro- 
testing union, as long as he does not 
violate a NLRB order or certifica- 
tion determining the bargaining 
representative for employes perform- 
ing such work. 

So ruled the National Labor Rela- 
tions Board recently in a dispute over 
who should perform the refrigera- 
tion, heating, and ajr conditioning 
work in the Forsythe Ave. project 
in St. Louis. 

Local 562 of the United Associa- 
tion of Journeymen & Apprentices of 
the Plumbing and Pipe Fitting Indus- 
try, AFL, and the Carpenters’ Dis- 
trict Council of St. Louis wanted 
Brown & Sons Realty Co., the general 
contractor, or Northwest Heating Co., 
the subcontractor, to assign the 
heating, air conditioning, and refrig- 
eration work to the plumbers’ union. 

However, Brown’s employes doing 
this work belonged to Local 2, Oper- 
ating Engineers, AFL. 

In its decision, the majority of the 
NLRB found: 

“At the time the Plumbers and 
the Carpenters sought the assign- 
ment of the disputed installation 
work for members of the Plumbers, 
Brown had assigned such work to 
Northwest who in turn had assigned 
that work to its own employes repre- 
sented by the Operating Engineers. 

“Neither Brown nor Northwest had 
any bargaining relationship with the 
Plumbers. The dispute in essence 
was therefore over an employer's as- 
signment of work to members of one 
labor organization rather than to 
members of another labor organiza- 
tion. 

“It is now well established that an 
employer is free to make such assign- 
ments free of strike pressure by a 
labor organization, unless such em- 
ployer is failing to conform to an 
order or certification of the Board 
determining the bargaining repre- 
sentative for employes performing 
such work. 

“Neither the Plumbers nor the 
Carpenters claim to be the certified 
bargaining representative for em- 
ployes performing heating, air condi- 
tioning, and refrigeration equipment 
installation work. 

“We find, accordingly, that the 
Plumbers and the Carpenters were 
not lawfully entitled to require 
Brown and Northwest to assign the 
disputed installation work to mem- 
bers of the Plumbers rather than to 
employes of Northwest who are 
members of the Operating Engineers. 
However, we are not, by this action, 
to be regarded as ‘assigning’ the 
work in question to the Operating 
Engineers or to Northwest.” 

In a separate opinion, Board Mem- 
ber Abe Murdock dissented from the 
majority opinion, stating in part: 

“Even assuming, as found by the 
majority, that the evidence conclu- 
sively proves the necessary casual 
connection, proscribed objective, and 
the existence of a ‘jurisdictional dis- 
pute,’ I would hold that it is both 
futile and unnecessary for the Board 
to make any ‘determination’ in this 
proceeding. * * * *” 

Chairman Guy Farmer, though he 
agreed with the majority in its ruling, 
also agreed with Murdock that more 
effective relief could have been gained 
through another section of the Act. 

He explained: “As member Mur- 
dock points out, there was never any 
real question as to which of the 
disputing unions was entitled to per- 
form the disputed work. The Operat- 
ing Engineers had been certified by 
the Board to represent the employes 
of Northwest, the sub-contractor 
which had contracted to do the work 
for Brown & Sons, the general con- 
tractor. 

“So long as Northwest continued 
as the sub-contractor, no question 
could be raised as to the right of the 
members of the Operating Engineers 
to perform the disputed work. 

“The union had no employes on the 
job who could do the work, and 
therefore could accomplish their ob- 
jective only by obtaining a change 
in sub-contractor or by forcing 
Northwest to discharge its operating 
engineers and hire plumbers. 

“Viewed realistically, this was pri- 
marily a secondary strike in viola- 
tion of 8 (b) (4) (A), and, in my 
opinion, could have been remedied 
more quickly and effectively under 
that sub-section.” 


NEW products 
MORE profits . . . oad 
with FOGEL 


to introduce a new line of reach-ins and beverage 
coolers in stainless steel and white enamel finishes. 


_ Package No. 
7 Refrigerators 


‘one R-27-SA (27 cu. ft. "one R-18-A (18 cu. ft.) 
one R-45-SA (45 cu. ft.) ' one R-38-A (40 cu. ft.) 


| one R-72-SA (72 cu. R-57-A (60 cu. 
R-27-SA (27 cu. 


fone RS-5A (wall displey « rr ee aA CH ca 
one R-38-S (40 cu. ft.) | one RS-5A (wall case) 
plus one RF-18 Freezer FREE ; | ee 
- Your Net Cost =~ YOUR 
PROFIT” ounce 
Total Resale Value Total Resale Value 


a ae $3, sah | $6,473 


mae 


Package No. 3 


8 Refrigerators 


one R-18-A (18 cu. ft.) 

one R-38-A (40 cu. ft.) 

one R-57-A (60 cu. ft.) 

one 4-UC (4 ft. cooler) — 

one 6-UC (6 ft. cooler) 
one 8-3900 (8 ft. cooler) — 

one CB-63R (3 keg club bar) 

plus one RF-18 Freezer. 


| You Net Cot == YOUR 
ot Resale Value — | 
OR re. 


BEVERAGE COOLERS AND CLUB. BARS 
HP Built in ee , Approx. 
Model Capacity a. Length: Width Height ie to ten wepiog 
4-UC 16 cases V4 4° x 29" x 37" S.S. top 
B.E. body B.E. 435 Ibs. 
6-UC 30 cases Y; 6° x 29" x 37" S.S. top 
B.E. body B.E. 520 Ibs. 
wv 8 ft. V3 required 
* 3900 35 cases not supplied 8 x 27" x 384," B.E. B.E. 680 Ibs. 
z % CB-63R 3 kegs or Vy required S.S. front- 
° 2 kegs and not supplied 64" x 26" x 47" ends and 
ps 12 cases top ALUM. 510 Ibs. 
a UPRIGHT FREEZER 
rs) RF-18 | (8 cu.ft. | M% | 34%" x 282" « 70" | BE. 1 BE. | 490 Ibs. 
a REACH-IN REFRIGERATORS 
_ R-18-A 18 cu. ft. Yq 34%," x 28." x 70" | BE B.E. 500 Ibs. 
VY R-38-A 40 cu. ft. VV; 60!/." x 33'/." x 74" B.E. ALUM. 750 Ibs. 
mw R-57-A 60 cu. ft. Y, 86!/." x 33!" x 74" B.E. ALUM. | 1050 Ibs. 
a R-27-SA} 27 cu. ft. Ay 54," x 24" x 74" 7 SS. front 
wv Alum. ends | ALUM. 690 Ibs. 
R-45-SA] 45 cu. ft. V; 54/7." x 33." x 74" | S.S. front 
Alum. ends | ALUM. 850 Ibs. 
R-72-SA ]| 72 cu. ft. Vy 80!/." x 33!" x 74" | S.S. front 
Alum. ends | ALUM. } 1100 Ibs. 
R-38-S 40 cu. ft. V5 60!/." x 33!" x 74" | SS. S.S. 750 Ibs. 
% RS-5A 52 cu. ft. Vy required S.S. front 
not supplied 60!/." x 31'/2" x 80" | Alum. ends | ALUM. 900 Ibs. 
**B.E.—Baked Enamel. ‘orc.—Porcelain. | Alum.—Aluminum. 
$.S.—Stainless Steel. Five Year Warranty Available on all units at slight extra cost. 


* Note: All self-contained refrigerators and freezers listed are equipped with hermetically sealed 


units pt where noted by asterisk (*). 


these prices 


(Some Territories 


The most complete line in the Industry 


Still 


Open for Manufac- 


t Oo G & L REFRIGERATOR tunar’s Suapresentetiven 
COMPANY 


5400 Eadom Street + Philadelphia 37 Penna. 


8-3900 
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AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 1, 1954 


Checking Oasis performance features on cooling system dis- 
play panel: (i. to r.) F. W. Smith, New England sales manager; 
L. P. Benua, Ebco vice president; W. O. Corfield, Chicago office. 


Ebco Outlines Theme of Sales, Advertising 
Program with ‘Steps to the Sale’ for 


COLUMBUS, Ohio—A new and ex- 
panded sales and advertising pro- 
gram for 1954 was outlined to dis- 
trict managers of the Ebco Mfg. Co. 
during the firm’s annual sales con- 
ference here recently. 

A. R. Benua, president, announced 
the theme for 1954 as “Steps to the 
Sale.” He pointed out that the sell- 
ing job today calls for a return to 
basic sales techniques. He stated, 
“these fundamentals are not new. 
But some of the experienced sales- 
men have forgotten how to use them. 
Many of the newer salesmen never 
learned them.” 

He added that it is imperative that 
sales organizations work intelligently 
with distributors and show them the 
“Steps to the Sale’ to the ultimate 


consumer. 

Lee C. Love, general sales man- 
ager, outlined the new sales theme 
and its application to future perform- 
ance in the territories. W. T. Giller 
and R. H. Orthoefer, district super- 
visors, showed how distributors could 
apply the “Steps to the Sale” to 
Oasis water cooler and air drier 
sales. 

John Boeshaar, products promotion 
manager, announced an advertising 
budget increase for 1954, and ex- 
plained the use of the new promotion 
materials in the sales packages pro- 
vided on both Oasis products. 

Other speakers at the 4-day Ebco 
conference were C. O. Dudley, sales 
consultant and E. G. Frost of Geyer 
Advertising, Inc. 


New Group Organized 


Certified Freezer Food 
Suppliers of America To 
Promote Locker Industry 


ELIZABETHTOWN, Pa.—With 63 
locker plants as charter members, 
the Certified Freezer Food Suppliers 
of America started operations on 
Jan. 1 to provide national publicity 
for the locker industry as a whole. 

Birth of the organization was an- 
nounced recently by Robert Madeira, 
executive secretary of the National 
Frozen Food Locker Institute, of 
which the new organization is a part. 

Madeira said that an additional 25 
plants had applied for charter mem- 
bership before the first of the year. 
but their applications had not yet 
been completely processed. 

Certified members are now sporting 
new porcelain enameled signs bear- 
ing the “Certified” emblem on the 
outside of their plants, Madeira de- 
clared. 

Newspaper mats and other mate- 
rials for the teproduction of the 
emblem have also been provided. 

Many members are already rubber- 
stamping their meat packages with 
the emblem, Madeira continued. Press 
releases about the group have also 
brought local publicity to some 
plants. 

A number of plants are using 
the emblem on stationery, invoice 
forms, price sheets, etc. 

Madeira asserted that the first 
issue of the new Certified bulletin, 
called “The Reporter” has already 
been issued. 


The Industry’s confidence 

in Henry Products is reflected 
by the largest demand in 
the Company’s production 
history over the past 


Relief Valve 


40 years 


Henry Valve Co. 


Melrose Park, Illinois (Chicago Suburb) 
Cable: Hevalco, Melrose Park, Illinois 


Wing Cap Valve 


Balanced-Action 
Bive Bantam Type 
Packless Valve 
With 
Balanced-Action 
Standard Type 


Ammonia Valve 


CONTROLLING 
FLOW 


SINCE 1914 


Valves « Driers + Strainers + Control Devices and Accessories for Refrigeration + Air Conditioning and Industry Applications 
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TWO CANISTERS filled with brominated carbon plus motor and 
blower installed on cooler wall. Air drawn through is purified as 
it enters. 


Refrigerator Air Purification Unit 
Adds to Storage Life of Flowers 


DANBURY, Conn.—Following sev- 
eral years’ research in collaboration 
with Cornell and Rutgers universi- 
ties’ floriculturists, Connor Engineer- 
ing Corp. is marketing a small re- 
frigerator air purification unit which 


, reportedly adds to the storage life 


of flowers and generally preserves 
their appearance and vitality. 

Called the “Flower Saver,” this 
device is essentially a counteractant 
for the harmful gases and vapors 
which accumulate in coolers and 
storage rooms, according to the 
company. 

“Sources of these airborne irri- 


‘tants are many,” the company said. 


“Tobacco smoke, auto exhaust, in 
fact any combustion, and decaying 
foliage are sources of ethylene, a 
gas which research has pointed to as 
the principal destroyer of flowers. 

“Florists and floricultural scientists 
have long been puzzled by the erratic 
behavior of cut flowers in storage. 

“Orchids are received with dry tips 
or curl up unexpectedly; carnations 
become sleepy without explanation; 
red roses turn blue; snapdragons 
drop their florets prematurely; and 
fungus develops rapidly on _ bulb 
stock for no apparent reason. It has 
been shown that purifying the air in 
storages does much to eliminate 
these injuries.” 

The Flower Saver has two canisters 
filled with brominated carbon and an 


integral motor and blower. As the 
refrigerator air is drawn through the 
perforated canisters the carbon re- 
moves airborne gases and vapors and 
also adds a small amount of bromine 
to the atmosphere. The latter has an 
inhibiting effect on mold growth and 
propagation, it was stated. 

“A secondary though important 
purpose is to neutralize and sweeten 
the box atmosphere,” the company 
said. ‘Flower aromas tend to accumu- 
late and linger to the point where 
the refrigerator air acquires a char- 
acteristic stale musty odor.” 

National distribution is being 
handled through the New York office 
of S. S. Pennock Co. 


Slater To Cover Oregon, 
Washington for Jordon 


PHILADELPHIA—Rob'’t R. Slater, 
915 Terminal Sales building, Seattle, 
a manufacturers’ representative well 
known in the refrigeration trade, has 
been appointed factory sales repre- 
sentative for both the domestic and 
commercial lines of Jordon Refriger- 
ator Co., Harry Fogel, executive vice 
president, announced recently. 

Slater is a professional engineer 
and has been engaged in engineering 
and sales work for more than 20 
years. He will cover Washington and 
Gregen. 


- Your ei plate dollar goes further when you specify DEAN be- 
cause you eliminate waste! You get a plate in the exact size you n 

. not one that is almost right, but a plate that accurately meets your 
specifications. You name the size—you name the shape .. . 


You can have plates in zinc metalized steel, stainless steel and in 
other metals. You can get cylinders, U’s, angles, tanks, etc., and also 
;. plates for baudelot-type coolers. 


we make it! 


5 \ < P ° 
C DES \ Using DEAN “job tailored” cold plates means dol- 
\ep "ges | ~lars ih your pocket on every job. Try them! 


PRODUCTS, INCORPORATED 
1042 DEAN ST., BROOKLYN 16, N.Y. 


Get the details on DEAN Cold Plates for ice cream cabinets, 
locker plants, soda fountains, farm milk coolers, farm freeze 
cabinets, low temperature test rooms, frosted food refrigera- 
tors, window displays, 
tation and subzero applications for industrial chilling. 


| 
SEND FOR TECHNICAL DATA BOOK. | 


food counters, refrigerated transpor- 


DEAN 


COLD PLATES 


STerling 9-5 9-5400 
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AIR CONDITIONING & REFRIGERATION 


NEWS, FEBRUARY 1, 1954 


Why Freezers Are Profit Makers 


1. Successful Food Plan Offers Natural Tie-In 
2. Low Market Saturation Cuts Down Trade-Ins 
3. 80% of Units Represent $450-$500 Retail Price 


CHICAGO—By failing to promote 
home freezers aggressively, a great 
many appliance dealers are missing 
out on an opportunity to acquire 
much-needed profits. 

That opinion was voiced at the 
annual convention of the National 
Appliance & Radio-TV Dealers Asso- 
ciation by Richard Wright, food plan 
sales manager for Mort Farr of 
Upper Darby, Pa. 

Urging dealers to go after a larger 
share of the freezer business, he said: 
“If you really want to increase your 
freezer volume, you will use the 
successful method that is necessary 
to sell freezers—the food plan.” 

Speaking on the subject, “The 
Freezer Business Belongs to You,” 
Wright stated: 


Freezer Comes of Age 


“The past two years, we have 
witnessed the development from in- 
fancy to maturity of four major ap- 
pliances. They are air conditioners, 
clothes dryers, dishwashers, and 
freezers. 

“Of these four products, the one 
that has created the greatest con- 
sumer reaction is the freezer. Why? 
To my knowledge, the outstanding 
reason is the food plan. 

“This successful method of selling 
freezers did more toward populariz- 
ing this appliance than any advertis- 
ing campaign, promotion, or gimmick 
ever devised for any single prod- 
ee 

“Did your freezer volume increase 
satisfactorily, NARDA members? If 
not, now is the time to take ad- 
vantage of that popularity and that 
successful sales method. Whether 
you use the food plan or the pub- 
licity created by the high pressure, 
suede-shoe food plan operators is 
your decision. But take advantage of 
a freezer-conscious public. 


Don't Let ‘Fly-by-Night’ 
Operators Take Profits 


“Don’t let fly-by-night food plan 
operators take approximately 34% of 
the freezer business away from you 
this year as they did in 1953. Don’t 
let furniture stores, hardware stores, 
department stores, locker plants, 
utility companies, and other miscella- 
neous outlets take away approxi- 
mately another 32% of a business 
that belongs to you. 

“Do you realize that in the first 10 
months of last year, the appliance 
dealers across the nation received, as 
their share, only $125,000,000 of ap- 
proximately $400,000,000 that re- 
sulted from nearly a million freezers 
that were sold? How many appliance 
dealers here today can truthfully say, 
‘I received my share’? 

“I will venture to say that if we 
subtract from this picture the appli- 
ance dealers who used the food plan 
to obtain their freezer volume, we 
would come to the conclusion that 
only a small minority actually re- 
ceived their share of the $400,000,000. 

“Of course, the ones who didn’t 
will counter with various excuses 
such as ‘I don’t want any part of any 
food business’; ‘The banks will not 
cooperate’; ‘The people have a bad 
taste from all the fly-by-nights that 
hit my section’; and many others. 

“Show me an appliance dealer who 
has the prestige and reputation that 
is necessary to this over-all business 
of ours, and I'll show you a dealer 


who can overcome any theoretical 
objections and a dealer who will sell 
freezers. ... 


Take Advantage of Ads 


“So why not take advantage of 
your advertising, your accumulation 
of satisfied customers, your reputa- 
tion as a successful appliance dealer, 
and use it. Use it to acquire much- 
needed profits... . 

“Tf you do not own a freezer, have 
one sent out to your home and stock 
it up with quality foods. Find out 
for yourself, as many have, how 
much better it is to live out of a 
freezer. ... Make it possible for each 
of your salesmen to own a freezer 
and have an initial supply of quality 
food. 

“If you claim you do not want to 
be in the food business, get affiliated 
with a reputable food purveyor in 
your locality. If necessary, get two 
or three dealers to use the same 
source. Make him a high volume food 
purveyor and he can not only serve 
your customers with guaranteed 
quality foods but he can also main- 
tain very attractive prices. 


Capitalize on Food Plan 


“Then you can capitalize on the 
food plan idea. Instead of selling a 
freezer based on features and price, 
sell economy, quality of food, and 
convenience. If you really want to 
increase your freezer volume, you will 
use the successful method that is 
necessary to sell freezers—the food 
plan. 

“As a start, you will employ two 
or three men as food consultants or 
some other fancy name. You will 
select a food purveyor who has a 
reputation for selling top-quality food 
and one who will not sacrifice quality 
or get hungry profit-wise, as his 
volume starts to increase. 

“A combined training program be- 
tween your food plan salesmen and 
your food purveyor, assisted by a 
manufacturer or distributor repre- 
sentative, experienced in food plan 
selling, will be your next major step. 
It must be a common agreement 
that ‘plan selling’ will completely 
overide ‘freezer selling.’ 


Sound Financing Needed 


“Next, a sound financing plan must 
be established with one of your lead- 
ing banks, preferably one that will 
finance the freezer up to 24 months 
with a required down payment and 
the initial food order up to four 
months. 

“Provisions must also be made for 
the financing of your customers’ food 
re-orders without too much red tape. 
Any leading bank will make these 
arrangements with an_ established, 
reputable appliance dealer. 

“The Bank of America on the West 
Coast, after its experience with over- 
night food plan operators, continues 
to accept food freezer plan paper 
from reputable full-line appliance 
dealers. 

“As personal reference, we at Mort 
Farr’s use the largest time-payment 
financial institution in Philadelphia— 
the Pennsylvania Co.—and we can 
proudly say we only have one re- 
possession charged against us out 
of carloads of freezers we have sold. 

“As to your method of obtaining 
prospects, any family that spends $25 


ance with factory policy. 


OPPORTUNITY 


$14,000.00 POSITIONS WITH 
PROMINENT NATIONAL MANUFACTURER 


QUALIFICATIONS AND EXPERIENCE REQUIRED: 
1. Packaged air conditioning know-how, including salesmanship, 
engineering, and application. 


2. One man for the Atlanta or Memphis district, and another 
for the New York City and Long Island district, with ability 
to properly appoint new dealers, train and develop dealer 
personnel, and maintain and assist present dealers in accord- 


3. Personality, diplomacy, and business acumen. 


Replies will be kept strictly confidential and will be answered. Submit complete 
details of qualifications, experience, and recent snapshot. 


Send Replies to Box 4406, Air Conditioning & Refrigeration News 


or more per week for food is a po- 
tential food plan customer. These 
qualified prospects can be obtained 
by revisiting satisfied customers, 
telephone solicitation, direct canvass- 
ing, direct mail, and, most important 
of all, referrals from your food plan 
users.” 


Overselling Will Hurt 


After prospects have been lined up, 
Wright advised the dealers, sell hard 
but don’t oversell. Overselling will 
only hurt later and it isn’t necessary, 
he asserted. He continued: 

“Make sure, for your benefit, that 
you have a freezer that represents, 
in your opinion, the ultimate in 
quality. Don’t be influenced by the 
large discounts of the many off- 
brand freezers. They carry many un- 
necessary problems. .. . 

“If you use the food plan to ob- 
tain your freezer sales, you will not 
experience the hazards and heart- 
aches of cut prices that you are 
suffering from on your other prod- 
ucts. 

“Across the country, it has been 
proven by some of your leading 
manufacturers and retailers’ that 
giving food away as a gimmick or 
cutting the price will not sell freez- 


ers in any appreciable quantity. 


“Just think of selling a product 
at full price and realizing a gross 
profit that is larger on one single 
item than two or three of your pres- 
ent ones. 

“In the first 10 months of last year, 
nearly 30% of the freezers sold were 
uprights. Near 80% of all the freez- 
ers sold were in the 11-21-cu. ft. 
class. These two facts represent to 
you an average $450-500 unit and 
resultingly, high gross profit. 


Only 12% of Homes 
Have Freezers 


“Realize that you have a product 
on your sales floor that only 12% 

of the wired homes across the coun- 
try are using; a product that de- 
finitely does not have the trade-in 
problems that you suffer from on 
your refrigerator, washer, and TV 
sales; a product that does not have 
the continuous service problem that 
many others do; and, evidently, a 
product that most of you pushed 
back to the darkest corner of your 
store. 

“How many appliance dealers dis- 
played a freezer in their window for 
one week this past year? How many 
appliance dealers have on their sales 
floor a current model freezer?” 
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Wright pointed out that manufac- 
turers “have expended a tremendous 
amount of time and money in the 
past two years improving and design- 
ing new freezers with many new fea- 
tures. In the presentation of their 
new lines, you certainly noted the 
terrific emphasis placed on freezers. 


‘1 Freezer for Every 
21% Refrigerators Sold’ 


“It is significant, if you stop and 
think, that some manufacturers have 
nearly as many freezer models in 
their new lines as they have refrig- 
erator models. I fully believe this 
year there will be one freezer sold 
to every 2% refrigerators. 

“Your distributors think you should 
get a larger share of the freezer 
business. They back it up by con- 
stantly offering you the aid that is 
necessary to be established as a 
freezer dealer. 

“Now, it is up to the majority of 
the appliance dealers to realize a few 
of these facts and this is the year 
to realize it. Once the saturation 
figure reaches 20-25%, sales will be 
as common as refrigerator sales. The 
appliance dealers who contribute 
toward that figure will benefit tre- 
mendously.” 


- 


MIGHTY MITE* 


it stopped nearly 10 million readers 


This is a magnified picture of a transistor, 
heir-apparent to the vacuum tube. It was 
featured in PARADE, the Sunday Picture 
Magazine, illustrating an exclusive interview 
on electronics with David Sarnoff. 

Stories like this make PARADE 

a Sunday reading habit in homes up and 
down every street in 43 key markets. 


Independent surveys show that PARADE 
is the best read publication in print. 

This means it gives advertisers more than 
twice as many readers per dollar of ad cost 
as any of the big weekday magazines. 
And remember too: PARADE’s impact on 
Sunday makes sales all week long. 


PARADE . . . The Sunday Magazine section of 43 fine newspapers in 43 major markets .. . with more than 13 million constant readers. 
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Home Freezers Can 


Take Up the ‘Slack’ 


“HERE IS A product that has no trade-in problems, can be 
sold at list price, and which you have pushed back into the 
darkest corners of your sales floor.” 

The product referred to was the home freezer, and the man 
speaking was Richard Wright, who works for Mort Farr, dealer 
in Upper Darby, Pa. 

While it is true that the home freezer field has attracted 
a wide variety of competition (because of the food-plan angle), 
it also is true that the dealer’s neglect of this item is partly 
responsible for his diminished share of the sales. 

Wright challenges dealers with these questions: 

“How many of you dealers displayed a freezer in your store 
window for at least a one-week period last year? How many 
of you have a freezer display on your showroom floor now?” 

This could be a BIG year for the home freezer. If the general 
public’s income is somewhat pinched, and food prices remain high 
(as they are showing a tendency to do) the story of possible 
economies through properly planned use of the home freezer 
may have appeal to a broader market. 

However, it has been thoroughly demonstrated that freezer 
business doesn’t walk in through the front door. It takes real 
effort—special effort—to sell this product. Average dollar value 
per sale of a home freezer is greater than that of any other 
item our industry sells to the public. 

As Wright stated in his concluding remarks to the dealers: 

“You have the sales tools, and know-how. Now use them.” 

And, may we add, youw’ll have to, if you want your 1954 
sales volumes and profits to match or surpass what you have 
been enjoying in recent lush years. 
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Look at the record 
before you buy any defrost system 


For eight years THERMOBANK has been the unquestioned 


standard for low temperature automatic defrosting. Significant 


improvements over the years have made THERMOBANK even 


better. 


If you look at the record of thousands of successful installations, 


you, too, will join the leading refrigeration experts specifying 


Kramer THERMOBANK. 
WRITE FOR BULLETIN R-124 
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Sound Advice to Salesmen 
—and Everyone Else 


(Guest Editorial by J. Harold Moloney) 


MOST OF US occasionally take time out to ask ourselves: 
Just how good are we as individuals, as salesmen, or at whatever 
our lot in life may be? 

Some organizations visit each of their employes once a year 
in order to help stimulate thinking on this point. During such 
discussions the employe’s strong assets are first discussed. Then 
weak points are pointed out in an effort to improve performance. 

To achieve success and happiness we must purchase them 
on the instalment plan. We must make the payments each day. 
The important thing is to start making the payments now. 

“Ambition is no more valuable than the extent we equip 
ourselves to attain it.” 


If we are satisfied with what we are, we are in danger. 
No one can tell us a thing. We are not responsive to advice. 
We seem to know it all. On the other hand, too much dissatisfac- 
tion with ones self is harmful, too. We must keep on at the 
job of improving ourselves if we are to become whole persons 
and find the satisfactions that really count. 

When one can say that he is efficient, that he accepts respon- 
sibility well, that he gets along with other people, that he carries 
no grudges, that he gives his best in all he does, then he is a 
mighty happy man or woman. In fact, he is his own boss. 

To such a man ultimately comes a power and a self-confidence 
that no one can destroy. Oftentimes the middle-aged man who 
has learned that secret finds himself achieving goals far beyond 
the dreams and aspirations of his younger days. 


lt is well to remember the only way a person can really 
hurt you is to get you to hate him. This attitude hurts your body, 
blights your mind and disposition. If we will but look for the 
good points in the other fellow invariably we will find them, and 
when we do we will find he instinctively will begin to like us. 

I remember the advice of a Chevrolet executive to a fellow 
named Jim who had just taken over a dealer assignment. He said: 
“Jim, you will now be calling on many dealers most of whom 
you will like and who in turn will like you. You will get along 
well with this group and do a lot of business with them. There 
will be a few you will not like and you can be sure that they 
will instinctively know you do not like them. There is one solution 
and that is for you to start looking for something good in each 
of this latter group. When you find it, you will find that you 
will begin to like them and they in turn will begin to like you, 
and the first thing you know most of your problems will disappear.” 

After all, is there anything that plays a more important part 
in our everyday social and business life than friendliness? 

We know that people prefer to associate with those who are 
friendly. So, let’s look for the desirable things in people. Do not 
be overcritical. Listen to: what others have to say. Make them 
feel important—and above all, cultivate a genuine and enthusiastic 
interest in helping others cheerfully. 


“You make more friends in a week being interested in others 
and their problems than you will in a lifetime trying to get 
others interested in you.” 

‘Those individuals who have this gift are the happy ones. 

Have you ever known a salesman to fail who had the happy 
faculty of being kind and helpful to others? To those who are 
born with the gift of helping others, as well as to those who have 
to cultivate this asset, comes peace of mind and understanding. 

Doing things outside of your home or your business will help 
you develop this habit to the point where helping others becomes 
a most natural and enjoyable thing. 

These things have been said over and over again in one way 
or another for centuries—for there was a man—a carpenter— 
two thousand years ago who went about teaching people how 
to be happy. He taught the same things we have discussed here. 
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Who Buys Refrigerator-Freezer Combination 


Revealed In Hotpoint 


CHICAGO — There is a _ definite 
trend toward the combination refrig- 
erator-freezer becoming the standard 
in the industry. 

So declared John F. McDaniel, vice 
president, marketing, Hotpoint Co., 
in analyzing the results of the 1953 
combination refrigerator-freezer sur- 
vey of Hotpoint owners, one of a 
continuous series of surveys issued 
by the company’s market research 
department. 

The official also noted that the 
combination unit is obsoleting con- 
ventional models, opening a new 
market in a highly-saturated indus- 
try. 


LOWER INCOME BRACKETS 
BUY MORE 


Another finger pointing in that di- 
rection, he said, is the greater influx 
of the combination model into the 
lower income brackets. The survey 
revealed that 20% of the combination 
owners earned under $3,600 per year. 
This compared with 13% in 1952 and 
4% in 1951. 

The survey also showed that 1953 
combination refrigerator-freezer sales 
to professional, executive, and sales 
people totaled 60%; sales to farmers, 
craftsmen, and laborers totaled 24%; 
and sales to the retired, military, and 
service worker were 16%. 

The survey disclosed that 80% of 
the combination refrigerator owners 
owned washing machines (48% auto- 
matic and 32% conventional), 33% 
cooked on electric ranges, 18% used 
electric water heaters, and 12% 
rotary ironers. 

Retail appliance dealers are ob- 
taining a greater share of the combi- 
nation refrigerator business as com- 
pared with 1952 and 1951. The sur- 
vey showed that 73% of the total 
business was through the retail ap- 
pliance dealer, compared with 69% 
in 1952 and 65% in 1951. 

On the other hand, only 2% of the 
combination owners reported that 
home demonstration calls had been 
made, compared with 4% in 1952 
and 6% in 1951. 


BETTER SELLING SHOWS 
RESULTS 


McDaniel said there was only one 
conclusion: dealers were presenting a 
harder sales story to the consumer, 
using more in-store demonstrations 
and merchandising techniques to off- 
set the neglect in home calls. 


Consumer Survey 


The survey had more good news 
for retail dealers. It showed that 
one-third of the owners kept their 
old refrigerator when buying one. 

The survey also showed that the 
replacement market is slowly de- 
creasing. About 24% in 1953 said 
their refrigerator was less than eight 
years old as compared with 13.4%, 
an 80% increase. 

In 1953, 60% of Hotpoint combina- 
tion refrigerator owners considered 
other brands. Confidence was listed 
by 69% of the combination owners 
as the main reason for considering a 
Hotpoint refrigerator-freezer, before 
shopping in the retail store. More 
than 63% of the owners listed fea- 
tures as the primary reason for ac- 
tually purchasing the Hotpoint re- 
frigerator. 

After using the combination refrig- 
erator-freezer for about six months 
to a year, owners said that the out- 
standing features they like were 
separate food freezer—61%; automa- 
tic defrosting—35%; double door de- 
*sign—30%; shelves in the door— 
24%; larger capacity—17%; vege- 
table bins—16%; and quiet operation 
—15%. 

Combination refrigerator owner 
word-of-mouth-advertising paid deal- 
ers dividends, too, the survey dis- 
closed. Of the 59% recommending a 
Hotpoint to their friends and rela- 
tives, actual purchases amount to 
28%. For every two people who re- 
ceived the recommendation, one per- 
son actually purchased a refrigera- 
tor. 


Nashville Electric Show 
Scheduled for May 11-14 


NASHVILLE, Tenn.— Dates for 
Nashville’s annual electric show have 
been set for Tuesday, May 11 through 
Friday, May 14, W. D. Hall, sales 
promotion manager for the Nashville 
Electric Service, announced recently. 

The location will be the same as in 
the previous two years, in the Elec- 
tric Center Drive-Thru garage at 
Church St. and 13th Ave. 

J. R. Andrews, Sr. of the Radio and 
Appliance Corp. is general chairman 
of the electric show committee. Other 
committeemen are R. F. Linsert, J. 
T. McGregor, and Hall of Nashville 
Electric Service; William A. Meyers, 
Jr. of B. F. Myers & Son; and Orville 
White of White Appliance Co. 
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MOULDINGS, STAMP- 
INGS, ASSEMBLIES. 
Complete Facilities for 
Buffing, Electrolytic 
Polishing, Welding, 
Forming and Alumi- 
num Anodizing. 


Functional and decorative mouldings by JOHN LEES will 
give your product that extra eye appeal which makes 
it stand out wherever it is displayed. That means more 
sales. Let us supply you with standard mouldings or 
manufacture to your specifications. Recommendations 
furnished without obligation. Write for catalog.’ 
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NARDA Chapter Offers 
Youngsters $1 for Lock 
From Abandoned Ice Boxes 


TARENTUM, Pa.—Any youngster 
who brings in a lock or hinges from 
an abandoned refrigerator will re- 
ceive $1 from members of the Alle- 
Kiski Valley chapter of the National 
Appliance & Radio-TV Dealers Asso- 
ciation here. 

The offer is part of a drive recently 
instituted by the dealers to help 
eliminate the dangers of abandoned 
iceboxes to children. 

In Pasadena, Calif., Haywood Gris- 
well went to jail in lieu of $50 bail 
for failure to remove the door of a 
refrigerator in his back yard after 
being warned to do so by police, it 
is reported. 

In Albany, N. Y., State Senator 
Nathaniel T. Helman proposed a 
state law to make it a misdemeanor 
to abandon iceboxes out of doors 
without first removing doors from 
the units. 

In Atlanta, the Georgia state legis- 
lature passed a law to the same 
effect. 


Lowber Buys Controlling 
Interest In Canton Firm 


CANTON, Ohio—Fred C. Lowber, 
formerly range sales manager for 
the Deepfreeze Div. of Motor Prod- 
ucts Corp. has recently purchased 
controlling interest in Brannen & 
Miller, Inc. here. 

Lowber said he is now managing 
the dealership, which carries a full 
line of Frigidaire products and varied 
lines of small appliances. 
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SPEED AND ACCURACY are key 
considerations in forming serpentine 
coils for refrigeration condenser and 
evaporator units. Rochester Products 
achieves both with exclusive Fully 
Automatic Bending Equipment that 
forms Multiple Serpentine Coils of GM 
Steel Tubing in one continuous operation! 
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Eight New Zone Managers 
Appointed by Deepfreeze 


CHICAGO—Appointment of eight 
zone managers for Deepfreeze Appli- 
ance Div., Motor Products Corp., was 
announced recently by L. R. Walker, 
manager of field sales. 

The new men are assigned under 
a recent Deepfreeze reorganization 
plan which enables zone managers to 
devote more time to assisting indi- 
vidual distributors and_ dealers, 
Walker explained. 

The appointees, all with long ex- 
perience in appliance selling, are as 
follows: 

Paul K. Hoelsher, Atlanta zone (in- 
cluding Georgia, Florida, and Ala- 
bama), formerly with a manufacturer 
and retail appliance departments; 
Frank Brocksmith, Indianapolis zone 
(including Ft. Wayne, Cincinnati, 
and Louisville), former distributor 
sales manager and manufacturer zone 
manager; Emile Stanton, Minneapolis 
zone (including Omaha, Des Moines, 
Sioux Falls, and Fargo), former 
manufacturer zone manager. 

Alexander Fletcher, Portland, Ore. 
zone (including Spokane and Bill- 
ings), a veteran of 10 years in ap- 
pliance selling; Jack O’Brien, San 
Francisco zone (including Salt Lake 
City and Denver), former Deepfreeze 
sales manager for distributor; John 
Phillips, Oklahoma City zone (includ- 
ing Little Rock and Amarillo), ex- 


eRe 


perienced as a factory salesman; 
James G. Surratt, Washington, D. C. 
zone {including Richmond and 
Charleston), former manufacturer 
zone manager with distributor sales 
experience; J. Stephen Katonah, Bos- 
ton zone (including Hartford, Port- 
land, Providence, and Albany), 
former zone and district manager 
with manufacturers. 


Philco Names Greenwood 
General Advertising Mgr. 


PHILADELPHIA — Promotion of 
Morgan Greenwood to general adver- 
tising manager of Philco Corp. was 
announced recently by James H. 
Carmine, executive vice president. 

Since 1948, Greenwood has been 
advertising manager of the Philco 
Television & Radio Div. In his new 
capacity, he will assist John Gilligan, 
vice president, advertising. 

Greenwood joined Philco in 1947 
as merchandise manager of the 
Radio Div. 


Moore Equipment Appointed 


Norge Distributor In Dayton 


CHICAGO—Appointment of Moore 
Equipment, Inc., Dayton, as its dis- 
tributor in that city was announced 
recently by Norge Div. of Borg- 
Warner Corp. 

W. C. Moore is president, William 
Clark sales manager, and Mrs. 
Charlene Locke secretary. 
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R PRODUCTS 


Result: Faster production, greater 
uniformity, and LOWER COSTS. 


This is one more example of how 


Rochester Products GM Steel Tubing 
engineering achievements are helping 
refrigeration manufacturers to build better 


products, faster, for less money. 


GM Steel Tubing is mass-produced by 
Rochester Products at the rate of hundreds 

of thousands of feet daily. It comes in _ 
120’ to 2000’ coils, in straight lengths, 
or formed to your specifications. 


COPPER PLATING 


Only Rochester Products manu- 
factures continuous coils of COP- 
PER PLATED steel tubing. Now, 
without adding copper, you can 
braze the tube to other parts such 
as fins and plates... and save in 
both material and labor costs. One 2. 

user reports copper as . sy 

savings of 1200%! , 


ROCHESTER PRODUCTS 


DIVISION OF GENERAL MOTORS 


STEEL TUBING 


a 


free copy. 


ROCHESTER, N. Y., U.S. A. 


7 SEND FOR FREE BROCHURE | 


— \ This new, illustrated, fact-packed 
ye f= brochure tells how GM Steel Tubing 
can help solve design and produc- 
tion problems. Send today for your 
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MANUFACTURERS 


OF ROCHESTER 
CARBURETORS 
AND 
ROCHESTER 


CIGAR LIGHTERS 
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AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 1, 1954 


Food Waste Disposer 
Weights Only 30 Pounds 


MANSFIELD, Ohio—A new and 
completely redesigned food waste 
disposer, weighing only 30 lbs., was 
introduced recent- 
ly by the West- 
inghouse’ Electric 
Appliance Div. 

Named the 
model A-1B, the 
new disposer car- 
ries a suggested 
retail price of 
$99.95 and is avail- 
able now for na- 
tional distribution, 
reports W. R. Ar- 
buckle, manager 
of the company’s kitchen utilities 
department. 

The design of this model permits 
easy installation in the majority of 
existing kitchens without major 
plumbing alterations, said the depart- 
ment manager. 


it is pointed out by the manufacturer. 

The motor housing can be rotated 
horizontally to any degree and a 
tail pipe swivels in a vertical plane 
to obtain the most desirable angle 
for connection to plumbing. 

The new shredding ring is made of 
high-strength alloy and hardened for 
long life. It has three serrated 
primary shredding elements’ with 
ground edges and 40 precision-ground 
secondary slots at the bottom that 
serve as strainers and assure uni- 
form particle size. 

A manually operated switch, which 
permits the user to reverse the 
grinding direction of the unit at will, 
is standard equipment with the new 
food waste disposer. A greater de- 
gree of silence in operation has been 
attained by more generous use of 
Neoprene (synthetic rubber) gaskets 
at points where vibration is most 
likely to develop. 

The model A-1B can be installed 
in sink openings of 3% to 4 in. 
Adapters are available to permit 
installation in larger openings. It is 
powered by a 14-hp. motor that oper- 


What Was New at the Marts 


These are the last of the pictures from the Winter Marts. Others appeared in earlier issues. 
For further data use the “Information Center” blank on page 15. 


The compactly built unit can be ates on 60 cycles, 115 volts, and at 
fitted into wall drain outlets only 7% #«1,750 r.p.m. The motor is equipped 
in. below the underside of the sink, with overload protection. 


KEY NO. D-211 
FIVE FREEZING SURFACES AND NEW CONSTRUCTION FEATURES 
distinguish the Sub-Zero Freezer Co.'s model 20 upright home 
freezer, which has 20.7-cu. ft. capacity. Construction features 
include stucco b d al shelves, inner freezer compart- 


KEY NO. D-210——— 

| ADMIRAL'S ENTRY IN THE “UPSIDE DOWN" HOUSEHOLD 
REFRIGERATOR FIELD includes two models in this design, with 
separate inner door for lower freezer compartment, and door 
shelves and butter and cheese keepers on upper door panel. 


ment doors, new hardware, and automatic signal light. 


KEY NO. D-213——— 
BIG CAPACITY FREEZER WITH MANY FEATURES IS THE new 
Victor Products Corp. model VQ-25 two-lid 25-cu. ft. capacity 
model. Betty Fairchild holds one of five containers for leftover 
foods in a specially designed basket; and there are three re- 
movable deep storage baskets, one double dessert size ice cube 
tray with shallow utility basket, interior light, warning light, 
latch with built-in lock. 


KEY NO. D-212 

THE RANCO THERMOSTAT CONTROLLED BY SINGLE KNOB re- 

cessed in top breaker strip is one of the features of the Thor 

upright freezers which Sheila Jackson is demonstrating. Wire 

basket with slides in the bottom, and three door shelves of one- 

piece molded plastic are convenience features. The I1-cu. ft. 
model lists at $429.95, the 15.5-cu. ft. at $539.95. 


“Since be got an Oasis, it’s just been water, women, and song!” 


The easiest water cooler fo sell 
is the “Triple Feature” OASIS! 


Again this year, your water cooler prospects are going to be chuckling at 
Lichty’s “Oasis” cartoons in Time and Newsweek—and they’re going to be 
reading about the famous Oasis triple features. This great ad campaign will 
be backed up with sales literature and promotion, and folders in Sweet's 
Architects and Plant Engineering Files. It helps make Oasis easier to sell! 


And you can make extra profits with 
these genuine OASIS Accessories! 
Built to high OASIS standards of quality and perform- 
ance, and backed by factory service, these accessories 
open the way to extra income for you! 
You'll find ready prospects for the new 
I Oasis Stainless Steel Wall Fountain of 
life-long beauty. Will not chip, crack 
or break, easier to clean. Other Oasis 
accessories are the water cooling tank 
} @ glass fillers * vitreous china wall 
fountain e “Dial-A-Drink” 12000 bub- 
bler valve ¢ drain connector. 
Get them from your jobber or dis- 
“<<< tributor, or write direct to Oasis! 


Send for details on the Oasis Water Cooler 
and Air Drier, and on Oasis Dealer Plan. 


Oasis 


WATER COOLERS 


THE EBCO MANUFACTURING CO., 409 WEST TOWN ST., COLUMBUS 8, OHIO 


Pe Aer eee 


Depend on OASIS for top quality accessories! 


OASIS accessories which fit most 
makes of water coolers, are made by 
the builders of the complete water 
cooler—designed and manufactured 
by Oasis for perfect performance 
and top quality. Year ‘round factory 
service by qualified personnel is 
available for all Oasis products. 


SERRE 6 
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KEY NO. D-215——— 
BUILT-IN thermostats and pushbutton controls are features of the 
new Dearborn Stove Co. line of Y2, %, and 1-ton room condi- 
tioners, explains J. J. Peters, one of the company's product man- 

agers. Heating el t is optional on all three models. | 


KEY NO. D-214— 


TWINS ON THE OUTSIDE are these two new major appliances 
for 1954. On the left is an 11-cu. ft. refrigerator—while on the 
right, with same styling and cabinet proportions, is a new 18-cu. 
ft. home freezer. ‘Secret’ that created the additional space is 
a new approach to home freezer design, say Kelvinator officials. 


Best Line 
~ In Town! 


Talk about a line! Ranco’s Replacement 
Reference No. 1544 lists almost 5000 con- 
trols! It’s the most complete line in the 


£44dcdddddddiisdrtigcaiis 


leaps 


- REPLACEMENT 
4. REFERENCE » 
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| industry. You’ll find in this one source an alphabetical listing of 
| refrigeration manufacturers, trade names, and Ranco replacement 
| part numbers. See this bigger, better, new manual at your Ranco 
| wholesalers, or get a copy from him for your own use on the job 
| 

| 

| 

| 
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No. 1544 © 
j *, 


Mg 


and in your shop. 


Kanto Que. COLUMBUS 1, OHIO 


WORLD'S LARGEST MANUFACTURER OF REFRIGERATION CONTROLS 


| “Push Button’’ Glass Filler 
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What's New 


When requesting further information on new 


products, please use “Information Center” form. 


W. K. Smith, field sales manager of Union Asbestos and Rubb 

Co.'s new heating and air conditioning division, explains the 

operation of Unarco's ‘‘Highboy"’ ductless air conditioner and 
heater to Carol Segarmark. 


Ductless ‘Highboy’ Air Conditioner Can Also Heat 


KEY NO. D-216—— in winter. Addition of the coil adds 


CHICAGO—A new ductless “High- 
boy” air conditioner, which can also 
be used for heating, is being placed 
in production by Union Asbestos & 
Rubber Co.’s heating and air condi- 
tioning division. 

Available in models ranging from 
2 to 15 hp. (including twin units pro- 
viding 10 and 15-ton capacities), the 
Highboy has air-acoustic insulation 
throughout the cabinet to prevent 
condensation and insure quiet opera- 
tion. 

Designed to provide air condition- 
ing for small stores, shops, offices, 
and other types of commercial instal- 
lations, the Unarco Highboy may also 
be equipped with a steam or hot 
water heating coil for use as a heater 


An unusual feature is the fact that 
it is constructed in three sections. 
According to Edwin E. Hokin, Unarco 
vice president in charge of the heat- 
ing and air conditioning division, this 
enables the unit to be carried in 
passenger elevators or transported in 
van-type trucks in an upright posi- 
tion. 

A reversible plenum chamber can 
be removed, if desired, and the unit 
connected to ducts. As in other 
Unarco models, controls are easily 
accessible through hinged, steel doors. 

Standard equipment includes a 
thermostat and a selector switch to 
permit the operation of the fan, with- 
out the refrigerating unit, if desired. 


a information 


For more 


information on What's 
current literature and catalogs available, equipment 
advertised in Ar Conpirioninc & REFRIGERATION NEws 
use Key Numbers where designated or specify products 
advertised and we'll see that you receive this information 
promptly. 


What’s New or Current Literature Available 


New products, 


five inches to the height of the unit. . 


Larger Models Added to 
Bush Unit Cooler Line 


KEY NO. D-217 


WEST HARTFORD, Conn.—Bush 
Mfg. Co. has expanded its line of 
standard unit coolers and water de- 
frost unit coolers to include a larger 
model of each type. 

The new standard unit cooler, 
designated UC320, is of the sus- 
pended type. It was added to the 
Bush line in answer to the need for 
greater flexibility in large walk-in 
box installations, according to the 
company. 

The new water defrost unit cooler, 
model LT240, further extends the 


Bush line of this type of unit. It is a 
low temperature unit featuring rapid 
water defrosting. 


Deluxe Dry Fountain Has 
Greater Storage Capacity 


KEY NO. D-218———— 


NEW BEDFORD, Mass. — Ample 
shelf-space at either end of the foun- 
tain, plus improved insulating tech- 
niques to provide greater storage ca- 
pacity are features of the deluxe dry 
fountain introduced recently by Ace 
Cabinet Corp. here. 


The two containers on this com- 
pact unit have a capacity of 40 gals. 
The syrup rail contains six crushed 
fruit jars with stainless steel covers, 
and one syrup jar and pump. The 
entire top and exterior shell of the 
dry fountain are stainless steel. 


The entire unit is insulated with 
low thermal conductivity corkboard 
and rigid glass fiber insulation. 


The model DF-4 is furnished with 
a %-hp. hermetically sealed “glide- 
out” condensing unit which is readily 
accessible for cleaning and servicing. 
The unit has a capillary tube refrig- 
erant control. 

Over-all dimensions of the deluxe 
dry fountain, including shelves, is 
61 in. long, 29% in. wide, and 43% 
in. high. The unit weighs 565 Ibs. 


‘Flex-O-Unit’ Incorporates 
Separate Freezer Section 


KEY NO. D-219——— 


NEWARK, N. J. — A _ separate 
freezer section is incorporated in 
the new dual-temperature “Flex-O- 
Unit” refrigerator-freezer introduced 
recently by Stainless Food Equip- 
ment Co. here. 

The freezer section, located behind 
one door, maintains temperature of 
0° to -10° F., the company said. This 
section is lined with zine metallized 
double wall cold plates, and has one 
adjustable aluminum shelf in addition 
to a fixed cold plate upper shelf. 

Four inches of insulation separate 
the freezer section from standard 
refrigeration area where the temper- 
ature is maintained at approximately 
36° F. by means of a “Hi-Humidity” 
coil, “assuring independent moist- 
cold refrigeration in this section.” 

Standard units are available in 
15 self-contained and 8 remote- 
controlled models. 

Self-contained models operate off 
one low temperature sealed compres- 
sor, with three control valves. 


New “Wrap-’n-Staple” method 


of insulating ducts with lJ ly i i l re 


ULTRALITE glass fiber insulation, 
cut-to-size and already faced, 


Wrapped around duct, ULTRA- 
LITE ends overlap. Insulation and 
hangs over duct. Spot daubing vapor barrier facing are sepa- 
of adhesive helps hold ULTRA- rated to form a 4” tab overlap 
LITE. to seal longitudinal joint. 


Only ULTRALITE has the tensile 
strength that permits use of 


Stapling gun converts loose tabs 
into secure longitudinal seam. 
staples.* 


8 rrr yer | 2 STEPPE Le TTL tee 
ff MPV STT PEST Eyer ere BOF TUR ccs cicetess eas caenws 
Key No. ..........0.eeeeeee Mt TUE. dnccseekend nnncenen 
OG FO oss cesesesssbanenas SEPP ETETTL EST EET 
Products Advertised 
(list name, page, and issue date) 
PE ee eT Py ey eT PT ee EE ET eT Pe ee 4” strips of standard asbestos Stripped joints are painted with If concealed, duct can be left 
furnace paper, painted with a coat of waterproof mastic to as-is. If appearance is impor- 
Tar Gerry et cae ie ee te ee ee ee Cty e tear (Let cok wheat paste, are applied over make certain that vapor conden- tant, duct can be finished off 
(PLEASE PRINT PLAINLY) joints. Tapes that match facing sation will never be a problem. with muslin or painted with a 
are also available, water-based paint. 
OED kas deed ihohoedceneeas cea MUD Scvcccstaccsaccs ° 
ee  MRTIEETITTELEE LETT TEC CLE T LCA Call your ULTRALITE distributor, listed in the Yellow Pages, for details and delivery 
NE a ee are 2 eT Narra PR Ra lie 7 of ULTRALITE Duct Insulation (thermal) and ULTRALITE Duct Liner (acoustical) . . . today! 
City Coe cere ceseesesseeeceeee Zone..... ee covers *The revolutionary new Bostitch T5-8 “outward clinching” staple gun clinches staples in mid-cir. 
No need to have a clinching anvil or use the duct surface to bend the legs of the staple! 
Type of Business ............... gee dened cehwiawsaeoes 
MAIL THIS some 7" Keeping pace with the Nation's industrial requirements through research and development—since 1898 
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Builder Views on Air Conditioning 


Enthusiasm Grows for Residential Cooling as Sales Feature and 


Additional 


CHICAGO—Home builders appear- 
ing on the panel discussion on “Air 
Conditioning’’ at the National Asso- 
ciation of Home Builders convention 
here testified that they think summer 
cooling is, and can continue to be, 
a terrific sales feature in the promo- 
tion of new homes, but they also 
testified that there are many ques- 
tions about air conditioning to be 
cleared up before it becomes fully ef- 
fective as an added sales feature. 

Among these are the matter of 
getting full FHA and VA approval 
for the financing of air conditioned 
homes, the problem of how much 
“orientation” for air conditioning is 
necessary in the design of new homes, 
and a good many technical points on 
the actual application of complete 
home cooling systems. 

“Officials of the Federal Housing 
Authority and Veterans Administra- 
tion in Washington are _ receptive 
enough to air conditioning, but the 
decisions are pretty much in the 
hands of field offices. They’ve pretty 
much told the field offices that air 
conditioning is their baby,’ com- 
mented C. O. Christensen, associate 
director of the NAHB Research In- 
stitute. 

“These field offices, in many lo- 
cealities, are still pretty skeptical 
about the value and costs of air con- 
ditioning. Missionary work is still 


Data Is Gathered About 


necessary” to educate the FHA and 
VA field offices, he emphasized. 

In this connection Ned Cole, chair- 
man of the conference cited the 
experience of R. G. Hughes, NAHB 
official. Hughes, Cole explained, had 
constructed two almost identical 
homes, one of which was air condi- 
tioned. Local FHA officials allowed 
the full amount on the home without 
air conditioning, but reduced the 
loan $3,000 on the air conditioned 
house. 


Cites Need to Get Public 
To Comprehend Benefits 


Their explanation, Cole said, was 
that $25 a month would come out 
of the buyer’s income to operate the 
air conditioning system and he would 
therefore have that much less to 
make payments on the house. 

Builders were urged by Christensen 
to keep NAHB officials in Washing- 
ton “posted as much as possible on 
unusually severe cases and to help 
field offices as much as possible.” 

Although Harold Sarshik, Camden, 
N. J. builder believes “‘we can’t think 
of anything better to offer than air 
conditioning,” he told the conference 
that merchandising air conditioned 
homes represents a “definite chal- 
lenge” to the merchant builder. 

“We have to use all the tricks of 


Reducing the Heat Load 


the trade to sell. A family, however, 
who lives in an air conditioned home 
one summer won’t give it up, but to 
get the average person to compre- 
hend the benefits of a fully air con- 
ditioned home is most difficult,” 
Sarshik complained. 

He based his views on experiences 
with an 85-home project he opened 
last May where air conditioning was 
not optional. Each house had air 
conditioning on a “take-it-or-leave-it 
basis,”” which he thinks is a good 
sales point. 

“Our project was a great success, 
but we can’t honestly say this was 
due just to air conditioning,” Sarshik 
declared. 

Considerable skepticism about 
changing home designs to achieve 
savings in construction costs which 
would offset air conditioning was also 
voiced by the New Jersey builder. 

“I don’t think any of us are pre- 
pared to live in a house without 
screens, windows, etc., although that 
time will eventually come,” he said. 
“We build our houses the way we 
want to.” 

Ralph Gonzalez of Airtemp here 
commented that “the use of strip 
windows all over the house isn’t 
going to be popular for some time to 
come, but you can use them spar- 
ingly. 

“And for some time there will be 


aly 
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SELL 


the room air conditioner 
with the new 
slim silhouette 


it’s built by the people 


When you mention “Carrier’’ to a cus- 
tomer, he knows the name. And he knows 


that it stands for the best in air condi- 


tioning. Not in TV sets . . . not in washers 
not in ranges . . . but in air conditioning. 

He probably knows that Carrier expe- 
rience goes back to Willis Carrier’s origi- 
nal air conditioning installation more than 


50 years ago. 


He certainly knows that Carrier has air 
conditioned most of the world’s famous 
buildings . . . from Radio City Music Hall 
to the Pentagon . . . from the Capitol to 


the U. N. building. 


There are other reasons to make him 
want the new Carrier Room Air Condi- 
tioner. He (and his wife) will appreciate 
the new slim silhouette—the graceful, 
slender profile that scarcely extends be- 
yond the window sill. He’ll admire the 
new adjustable air-flow . . . 
plified controls . . . the new colors! 


And automatic temperature control is 
furnished as standard on three models. 


isn’t that the kind of product and pres- 


tige you want to sell? 


Pl 


Mies eye. 


the new sim- 


CARRIER CORPORATION, 310 S. Geddes Street, Syracuse, New York 


to sell Carrier! 
Name 


It makes sense to me. Send the name of my nearest Carrier distributor. | want 


Street 


City 


AIR CONDITIONING INDUSTRY AWARDS A BUILDER, Ned Cole 
of Austin, Texas, a special plaque commemorating his efforts in 
arousing public and builder interest in air conditioning. A. B. 
Newton (left) chief design engineer of the Coleman Co. and 
Don Petrore (right) president of Typhaon Air Conditioning Co., 
representing the Year-Round Residential Air Conditioning Section 
of ARI, made the presentation at the discussion on air condition- 
ing at the National Association of Home Builders’ convention. 
Session drew a packed house for. second straight year. 


a demand for a large amount of glass 
on one wall of the living room. Cal- 
culations show that the effect of 90 
sq. ft. of glass in a north wall is 
less than .3 ton. On the west wall, 
however, the effect of such glass with 
venetian blinds or drapes is more 
than 1 ton. This shows,’ Gonzalez 
said, “the savings or costs that can 
result from orientation of the house. 

“The rebuttal to this is that the 
builder has to deal with a piece of 
property. This is one’ of the things 
that’s going to be clarified in the 
Austin, Texas project where all ori- 
entations will be present. We should 
get a group of examples to solve the 
problem of orientation with respect 
to glass, and the test results should 
give us an_ orientation-operating 
manual on residential air condition- 
ing.” 

Earlier Cole had pointed out that 
“builders have orientation and sun 
control problems that you can’t do 
much about. The problem of air con- 
ditioning begins with land planning. 
If you don’t start there you'll have 
trouble.” 


Air Conditioned Houses Cut 
Restaurant Bills 


There was no question of the 
value of air conditioning in builders’ 
minds, judging from other comments 
of Cole and Jack Sargent, a Topeka, 
Kan. builder. 

“With air conditioning,” Sargent 
said, “the housewife feels like stay- 
ing home and cooking on hot sum- 
mer days, thus cutting down our 
restaurant bill. We noticed also that 
our baby born last summer got along 
much better and was apparently 
happier than the baby of a neighbor, 
whose home wasn’t air conditioned. 
The neighbor’s baby suffered from. 
heat rash and other difficulties all 
summer.” 

Cole cited a study in South Bend 
which showed that the pollen count 
inside an air conditioned home was 
less than 5% of the outdoor pollen 
count at the time. 

“We builders have been making a 
definite effort for several years to im- 
prove the product, and air condition- 
ing is one more step in that direc- 
tion,” Cole also commented here. 

“Since we've had air conditioning 
at our house, our restaurant ex- 
penses have gone down sharply,” 
Cole declared. 


Family Structure Improved 


Air conditioning, according to Cole, 
has also definitely improved struc- 
ture of his family, “or so I learned 
from a psychologist. He told me that 
with air conditioning children and 
parents are together more; that our 
health has improved and better 
health means a better family relation- 
ship, and that there has been a de- 
finite change in family activities for 
the better.” 

A few specific problems in connec- 
tion with residential air condition- 
ing came up at the conference. Com- 
menting on bathroom ventilation, 
Mark Mooney of Typhoon said “it 
is extremely important to take out 
moisture. Some fan people probably 
would like to see continuous ventila- 
tion. This has disadvantages, how- 
ever. 


“In the south the discomfort would 
not be so bad, but in the north there 


could be considerable discomfort 
sometimes if the fan ran all the 
time.” 


The question as to how much bath- 
room ventilation should be provided 
resulted in a suggestion of 300 c.f.m. 
as the top figure, and if the fan op- 
erated continuously it could mean 
an increase of 44 ton in required 
cooling capacity. 

Jack Sargent, citing the trend in 
skylights on inside bathrooms, in- 
quired, “are we going to get a terri- 
fic heat load coming through the 
glass, and what would be the load 
from a 2 by 3-ft. skylight?” 

According to Gonzalez, this load 
would be a mere 600 B.t.u. 


What About Standards? 


“What is being done about stand- 
ards for home air conditioning sys- 
tems? Aren’t there any uniform 
rating methods for capacities or per- 
formance of air conditioning sys- 
tems?” 

These questions were raised from 
the floor by builders in attendance at 
the panel discussion, and answers 
were supplied by A. B. Newton of 
the Coleman Co. 

Industry associations have been 
active and cooperative in working 
towards standards and_ uniform 
rating methods, he said, and the 
Manual 11 being published by the 
National Warm Air Heating and Air 
Conditioning Association, and new 
standards soon to be issued by the 
Air-Conditioning & Refrigeration In- 
stitute will provide many of the 
answers to this question. Data com- 
piled by the two associations checks 
out very closely, Newton said. 

“The air conditioning industry’s 
idea of the perfect house,” said one 
of the panel builder representatives, 
“is a structure built like a refrigera- 
tor—that can be heated with a candle 
and cooled with an ice cube.” 

Jack Sargent told of building five 
houses with strip windows all around, 
for the explicit purpose of cutting 
down the summer air conditioning 
load. 

“I moved in one of the houses,” 
he said, “and the air conditioning 
certainly worked fine. But I didn’t 
sell the other four houses—because 
the prospects didn’t like the win- 
dows—until I changed them to the 
more conventional type.” 


Industry's Idea of 
‘Perfect House’ 


The air conditioning industry, said 
G. R. Wachter in reply, does not ex- 
pect the builder to give all of his at- 
tention to design details for the pur- 
pose of making the air conditioning 
system work better. However, build- 
ers have always taken into considera- 
tion certain design considerations for 
plumbing facilities and the installa- 
tion of kitchen equipment, and if the 
structure is to be air conditioned, cer- 
tain similar considerations ‘must be 
taken into account by the builder. 

Cole backed up this viewpoint by 
saying that summer air conditioning 
of residences is to go ahead at any 
kind of a pace, there is a necessity 
for builders and air conditioning 


(Concluded on next page) 
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Builder Views- - 


(Concluded from preceding page) 
people to work “as a team” from the 
“land up.” 

People who want air conditioned 
homes, and who also want large glass 
areas in such homes, can have both 
of these features if they will take 
some care in the selection of the 
glass to be used, and in certain de- 
sign features of the home, declared 
Gordon Orbeson of the Libbey-Owens- 
Ford Glass Co. 

Double-glazing of glass areas will 
reduce the heat gain in homes by 
20%, and if used with shading and 
overhang the reduction in heat gain 
will range from 26 to 37%, Orbeson 
declared. Heat absorbing glass may 
offer even greater possibilities in re- 
ducing heat gain from the sun, al- 
though at present the cost may be 
considerably higher. 


Location of Glass Areas 


In the design of a home to be air 
conditioned, it is essential to keep 
large glass area away from the side 
of the structure that is known to 
have excessive heat gain from the 
sun. Roof overhang is desirable, of 
course, but on west exposures the 
use of tree shading should be made 
use of as much as possible, because 
the roof overhang needed might be 
too great for good design purposes. 

Orbeson later showed how the need 
for roof-overhang to shade against 
the sun’s rays varied in different lati- 
tudes at various times of the year. 
In the southern part of the country, 
at least, the design should protect 
against the sun’s rays from the 
middle of March to the end of De- 
cember. 

Harold Sharshik, the New Jersey 
builder who has tried some “differ- 
ent” approaches in air conditioning 
homes, offered these suggestions to 
his fellow builders: 

He has found it generally more 
satisfactory to locate the refrigera- 
tion compressor and condenser out- 
side of the living area, where 
possible. A carport or a utility room 
may afford space for such equipment. 
Where this is done, refrigerant lines 
are run to the cooling coil, and the 
“noise and vibration” part of the 
system are away from the living 
area. / 


Attic Air Cuts Heat Load 


With certain types of systems, it 
can be desirable to draw air from 
the attic to cool the condenser. This 
can help to reduce the heat load, 
Sharshik says, because of the fre- 
quent air changes in the attic. 

In filing plans with the FHA, build- 
ers will be wise to give as much in- 
formation as possible, including such 
technical details as the heat gain in 
each part of the house, the air de- 
livery for individual rooms, and the 
placement of air outlets. 

One of the most economical air 
distribution systems that Sharshik 
has come across places the coil and 
blower in the center of the house, 
with refrigerant lines running to this 
spot from a remotely installed con- 
densing unit. Air return is through 
closet areas, by means of cut out 
door panels. 

Indiscriminating and _ thoughtless 
use of appliances can put unneces- 
sary burdens on the air conditioning 
system, and make it seem as though 
it isn’t doing its job properly, A. B. 
Newton pointed out. 

For example, people who purchase 
air conditioned homes should be told 
that their air conditioning system is 
going to work overtime and perhaps 
not produce desired results if a 
clothes dryer and a dishwasher are in 
operation at the same time. 

Such accessory heat and humidity 


~~ Newton. 


TYPHOON 


Anaditinad 


ENGINEERED FOR EVERY NEED 
i e 
PRICED FOR EVERY BUDGET 


e Air Conditioning Units 
1%-20 tons 

© Multi-Packaged Systems 
Up to 60 tons 

¢ Prop-R-Temp Heat Pumps 
2-20 tons 

e Evaporative Condensers 

e Packaged Water Chillers 


TYPHOON AIR CONDITIONING (O0., Inc. 
794 Union Street, Brooklyn 15, N. Y. 


a 


this issue. 


RESIDENTIAL COOLING SYSTEM (BELOW) 
AND AIR-COOLED CONDENSER (above) are pointed out by 
Beverly Feehan in the General Electric Air Conditioning Dept. 
exhibit. The new horizontal systems are designed chiefly for 
homes with crawl space or large attics, and the air-cooled con- 
denser can be installed either in a non-living area or outside. 


HORIZONTAL-TYPE 


removers as a kitchen exhaust fan 
and proper venting of a clothes dryer 
are also held in load reduction, New- 
ton said, and Cole backed this up 
by declaring that “we must get rid 
of excessive heat and humidity at 
the source.” 


Folly of Field Assembly 


Both Cole and Larry Hirschbach 
discussed the folly of attempting to 
“field assemble” an air conditioning 
system from components purchased 
in the field, rather than buying a 
system designed by a manufacturer. 

Such systems in the end are gen- 
erally more costly, less efficient, and 
often present difficult and costly 
problems in installation and service. 
Furthermore, it is impossible to pin 
down responsibility for efficient op- 
eration on any company or individual. 


Air Conditioning 
At the 


Builders Show 


More products from the Builders’ 

Show can be found elsewhere in 

Additional pictures are 

scheduled to appear in following 
issues. 
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CARRIER CORP.'S sales ger for residential air « 


William A. Lake (right), takes time out from talks with builders 

to review sales and technical pointers with John Seymour of 

Heating & Air-Conditioning Co., Syracuse Carrier 
distributor. 


O'Donnell 


RIGHT: YEAR-ROUND UNIT WHICH CAN GO 
THROUGH STANDARD DOOR and which oc- 
cupies less than 5 sq. ft. of floor crea was 
cleverly demonstrated by Typhoon Air Con- 
ditioning Co., Inc. with model which was 
rolled in and out of closet space. Georgia 
Schuler admires unit which has been rolled 
out of closet area. 


SIMPLE CONTROLS FOR “COMFORTAIRE” 
HEAT PUMP (left) which cools and heats with 
a condensing unit are pointed out by 
Michael Parcaro of American Coils Co., manu- 
facturer of the unit. Control can be either 
semi-automatic (with manual switchover) or 
completel it tic with a relay actuated 
by a room thermostat. Models are available 
in 2, 3, 5, 7Y, and 10-hp. sizes. 


Hirschbach also reminded builders 
that they should buy “performance” 
in a summer air conditioning system, 
not merely compressor horsepower, 
and that they should try to deter- 
mine what the system is capable of 
doing under the worst conditions. 

The now-classic case of the dis- 
satisfied owner of an air conditioned | 
home in Ft. Worth (discussed at the | 
Lehigh conference on air condition- 
ing last year) was brought up by 
L. A. Miles. The owner complained 
of continuous high humidity condi- 
tions, which eventually were found 
to be caused by ground moisture per- 
meating up through the crawl space. 


‘Have 23 stores...260 Kelvinator 
Condensing Units...Use Kelvinator 
Exclusivel 


es 


Li “Cannot praise too highly,” says Ervin G. Houchens, 
President, B. G. Wholesale Inc., Bowling Green, Ky. 
“‘New model store will use 2234 tons of refrigera- 


Miles warned that the vapor barrier | 
is not only important underneath | 
the house, but also in wall areas, 
and pointed out that a vapor barrier | 
is only as good as it is installed. Too 
much chopping up of the barrier for 
electrical or plumbing outlets can 
destroy its effectiveness. 

While more research is needed for 
a final determination of the best | 
possible placement of the vapor 
barriers on walls, accepted practice 
now is to use it on the inside wall 
in those parts of the country where 
the heating problem is most impor- 
tant, and on the outside part of the 
wall in the south where cooling is of 
paramount importance. 


Vapor Migration Varies 


One difficulty in determining where 
to put the vapor barrier is that vapor 
migrates in one direction during the 
summer, and in the reverse direction 
in winter, and will even change di- 
rections between day and night, de- 
pending on variations in the tem- 
perature difference between indoors 
and outdoors. 

Various representatives’ of the in- 
dustry who served on the panel also 
briefly outlined basic fundamentals 
of the compression system of refrig- 
eration, absorption systems, air dis- | 
tribution, heat rejection methods, 
water saving, etc. Among those tak- 
ing part:in this discussion were P. B. 
Beemsterboer, Keith ‘ Davis, and 


A representative of the National | 
Mineral Wool Association, discussing 
the function of building insulation in | 
cutting down the size of equipment 
and reducing operating costs, cited 
the result of some tests at the Re- | 
search House No. 2 at the University 
of Illinois. 

House with no insulation required 
6% tons of cooling. 

With 4 in. of insulation in the ceil- 
ing, 3 tons of cooling were required. 

With 4 in. of insulation in the ceil- | 
ing and walls, 2 tons of cooling did | 
the job. 

The 14 homes will feature various | 
types of construction, exposures, air 
distribution systems, and _ control 
methods. They will be subjected to 
many different types of tests, and 
Cole said that some of the results | 
should be ready for presentation at | 
the 1955 NAHB convention. 


tion . . . all powered by Kelvinator Condensing Units.”. 


With referenc. 

Commerc © to our recent conve. 

the f, {al Condensing Units used in an regarding Kelvinator 

ores, we wish to 

AS you know - 

260 Kelvinator o,1¥¢ 22 Stores in nat 

Kelvinator ang Condensing Units in eorvinn we at present have 

exclusively since 1946 and have used Kelvinator Condenser aise 
nsing Units 
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4SSOCiation with 
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using Kelvinator Core 


Where a business relies on cold, merchants rely on depend- 
able, economical Kelvinator-operated refrigeration. They 
have found that Kelvinator has the answer for every refrig- 
eration problem. Whether the problem is condensing units, 
back room refrigerated storage space, frozen food merchandis- 
ing cabinets or a new ice cream merchandiser to increase 
“spot sales’’, you will find the equipment that exactly meets 
your needs in the Kelvinator line. 

Get full information today. See your local Kelvinator rep- 
resentative—or write Kelvinator, Division of Nash-Kelvin- 
ator Corporation, Detroit 32, Michigan. 
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Selling Packaged Units Profitably Requires— 


First-Rate Salesmanship 


e Engineering Know-How 
© Good Service 


WASHINGTON, D. C. — To sell 
packaged air conditioners, the sales- 
man must be able to apply the proved 
fundamentals of specialty selling tac- 
tics, and in addition must have 
enough knowledge of some of the 
technical considerations involved in 
estimating and installing a job so 
that he doesn’t make some _ bad 
errors in discussing the job with both 
the prospect and his boss. 

Just what kind of selling and tech- 
nical know-how he needs was out- 
lined by Don V. Petrone, president, 
Typhoon Air Conditioning Co., Inc., 
before the Conference on Packaged 
Air Conditioners for Commercial and 
Industrial Applications held during 
the annual convention of the Ameri- 
can Society of Refrigerating Engi- 
neers here. 

“The subject of selling air condi- 
tioning with a profit is best intro- 
duced by taking its counterpart— 
‘How Can Air Conditioning Be Sold 
Without a Profit’—or—‘How to Take 
Orders by Always Being the Lowest 
Bidder.’ This ‘lowest bidder’ system 
requires no salesmanship or sales or- 
ganization. 

“All you need to run this kind of 
an operation is a good estimator. You 
figure all the jobs that come out on 


Financial Horse-Sense 


plans and specs, and occasionally 
when you make a mistake and figure 
too low, you will be fortunate enough 
to get the job. 

“You can’t make money in any 
business by just swapping dollars. 
Therefore, we must investigate today 
and study carefully the basic in- 
gredients of a recipe for profits. I 
like to think of these basic ingredi- 
ents as being four, namely, Salesman- 
ship ... Air Conditioning Engineering 
Know-How . . . Good Servicing .. . 
Financial Horse-Sense. Properly 
mixed, these ingredients will add up 
to one thing: Profit. 


Fundamentals of Selling 


“Since salesmanship is No. 1 on 
the list, what are some of the funda- 
mentals in selling air conditioning. 

“At the top of my list is Hard 
Work. Remember that 10% of 100 
calls is the same percentage as 10% 
of 10 calls, but you’re going to net a 
lot more money with 10 sales than 
with 1. 

“The next point is Enthusiasm. A 
good salesman is not concerned with 
whether or not the order will be 
signed. The only thing he wants to 
know is when the order will be 


signed. He is convinced that his pros- 
pect will buy, and he shows that 
enthusiasm in his presentation. 

“It’s important to qualify a pros- 
pect, to learn as soon as possible 
whether or not he’s worth spending 
any amount of time on, but until he’s 
shown you definitely that he’s not 
a valid prospect, you’ve got to go on 
assuming that you’re going to make 
that sale. 

“Sell your company. Sell yourself 
first and foremost, and your product 
next. Build up a reputation and a 
name so that people will trust and 
accept your judgment. 

“Now here’s a point that some 
manufacturers seem to overlook. Too 
often you will hear a manufacturer 
get up here and pound away at the 
desk saying, ‘Men, sell the mono- 
gram.’ I mean he is up there pushing 
name and name and name. 

“Now, what happens? You go 
ahead and sell the monogram; you 
don’t sell yourself. The prospect says, 
‘Hmn, it’s a pretty good monogram. 
I like their TV show, but maybe I 
want to buy that product from some- 
body else.’ So he calls in someone 
else. He gets 2, 3, or 4 bids on that 
product. Sure, he buys the monogram. 
You went in there and sold him the 


ANOTHER CASE OF 


WHERE IT COUNTS 


Take a good look at the two photographs below. Then 
visualize this same installation made with threaded fittings 
‘and think of the time that would have been consumed run- 
: ning these lines. No wonder more and more copper tube 


_ is being used for air conditioning, water and waste lines. 
You don’t have to worry about wrench room in the 
tight corners, solder joints are made much faster, present 
a much cleaner appearance. And you need never worry 
. about replacing copper tube due to rust, for cop 
rust. There is no loss of flow or pressure, no allowance 
in pipe size need be made for rust accumulation with 
Revere Copper Water Tube. There are fewer fittings, too, 
on the long runs, as Revere Cop 
in straight lengths of 20‘ in hard and soft tempers and 
60’ coils in soft temper. It’s easy to bend, too. 


r can’t 


r Water Tube comes 


Keep out of trouble, protect your reputation for a— 


‘ 4,800 FEET O 
REVERE COPPER. W 
IN SIZES FROM 1 

USED IN AIR 


CONDITIONI 


REAR VIEW of system which air conditions 
the entire building of 9 floors, and has a 
capacity of 150 tons. Cooling tower is located 
on roof. System was completely installed by 
H, E. CROOK COMPANY, INC., Plumbing, 
Heating, Electrical and Air Conditioning Con- 
tractor. Tube was supplied by Revere Dist., 
J. T. ROBERTS & BROTHER, INC., both of 
Baltimore. 


F TYPE “L” 
ATER TUBE, 


“TO 6” 


NG SYSTEM OF 


U. S. Fidelity and 
Guaranty Company Bidg. 
Baltimore, Md. 


processin 


work, with copper. Use Revere Copper for air con 
ing lines, radiant panel heating, hot and cold water lines, 
underground service lines, waste stack and vent lines, 
lines. See the Revere Distributor nearest you 
today. And, if you have a technical problem, he will put 
you in touch with Revere’s Technical Advisory Service. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Baltimore, Md.; Chicago and Clinton, Ill.; Detroit, Mich.; 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N.Y. 
Sales Offices in Principal Cities, Distributors Everywhere. 


SEE “MEET THE PRESS” ON NBC TELEVISION, SUNDAYS 


ition- 


(Below) 
FRONT VIEW of air conditioning system show- 
ing the neat-appearing, non-rusting Revere 
Copper Water Tube. Photo shows system 
before it was put into operation and before 
cold water lines were insulated. 


name, but you didn’t get the order. 

“Why? Because you spent all your 
time on the product name. You 
weren't selling the man who was 
going to put the job in. You weren't 
selling yourself. If you want to make 
money in this business, sell yourself 
first and your product next. 


Know Your Product 


“The next basic principle of general 
salesmanship is Knowledge of Your 
Product, and that’s true for anything 
you’re selling. Very few things are 
as damaging to a salesman as lack of 
knowledge or lack of assurance. You 
are expected to know every important 
fact about what you’re selling. Learn 
to know the equipment you sell, and 
every part of it, so that you'll never 
be caught flat-footed. 


Know Your Prospect 


“The next phase is Knowing Your 
Prospect. Remember that good sell- 
ing should be concerned with the 
problems of the prospect. Learn his 
hobbies, his problems, his business. 
Learn what his competitors are doing 
in his business. Learn to see things 
from his point of view so that you 
can best know how you can help 
him with your product. 

“At Typhoon we have a little book- 
let we call our ‘Selling Tools.’ Each 
page of this booklet gives some hints 
on how air conditioning can benefit 
a specific field—such as drugstores, 
funeral parlors, supermarkets, and so 
on. Many other manufacturers have 
similar hints on how air conditioning 
can benefit specific fields. It is well 
to review the appropriate sheet be- 
fore you pay a call on a retail pros- 
pect. 

“Also find out what this prospect's 
competitors are doing—-whether they 
have air conditioning, whether they 
are taking business away from him, 
and so on. Know as much as you can 
about your prospect’s store in par- 
ticular before you go in. For in- 
stance, it would be very important 
if you could find out that your pros- 
pect closes up for two weeks in 
summer. 

“Remember to play up the advan- 
tages of customer benefits of air con- 
ditioning to your prospect. Remind 
him that it will cut down employe 
turnover, lighten his cleaning load, 
cut down street noises, encourage his 
customers to linger longer and buy 
more, etc. Your competitor may be 
neglecting to do this, and if you talk 
of air conditioning in the terms of 
its definite benefits to your prospect, 
you will be getting right on his wave- 
length, and that’s a very important 
thing in selling. Remember you are 
not selling the drill; you are selling 
the hole the drill makes. 


Value of Timing 


“Know the value of Timing—try not 
to tackle a man when he’s busy. If 
he’s giving you only half of his at- 


tention, make an appointment for 


some time when he’ll have more 
time. 

“The ‘Closing’ of a sale is a phase 
that has probably ruined more sales 
than anything else on the list. Many 
orders are lost simply because the 
order pad is not produced at the 
right time. And when you’ve got the 


order in your hand and the deposit 
check in the other pocket, take off! 


‘Don’t hang around, because no 
good can come of the next half hour. 
You're either going to commit your- 
self to something your company 
doesn’t want to do or you're going 
to obligate yourself to a promise that 
you may not be able to fulfill. Re- 
member, when you close that sale, 
you’re the happiest person in the 
vicinity. You’re vibrating with en- 
thusiasm. You’re so happy that you 
might give the world away, so when 
you close the sale, take off fast! 

“An air conditioning sales engi- 
neer or air conditioning dealer must 
have a thorough grasp of air condi- 
tioning engineering know-how, which 
for our purposes is mainly concerned 
with how to lay out a job. If you 
want to learn the science of air con- 
ditioning, there are any number of 
volumes written on the subject. A 
little extra work at night reading 
up on some of these textbooks—and 
it’s not as fantastic a job as it 
might sound—will prove very valu- 
able to you. 

“We.all know what the words ‘heat 
gain’ mean. Now there are several 
ways of figuring heat gain, other than 
that found in accepted engineering 
manuals, 

“If you walk into a prospect’s es- 
tablishment and you feel pretty con- 
fident of your eyesight and insight, 
you might wet your finger, hold it 
up, look around, and say, ‘Five tons 
will do it.’ Another way is to walk 
into a prospect’s place of business 
determined to sell him a 3-ton unit 
because you have four of them in 
stock and no 5’s or 7’s even on the 
way. You look around and say, ‘3 
tons will do it.’ Either one of those 
two methods will result in a lousy 
installation. 

“If you’ve got a bunch of 3’s on 
hand that you ordered maybe a little 
optimistically, you know your sur- 
rounding dealers—Why don’t you 
buzz them on the phone and say, 
‘Look Pete, if you need a 3 ton, I’m 
a little loaded on 3’s. Instead of 
ordering it from the factory, order it 
from me.’ In the long run, we'll be 
better off at the factory, you'll be 
better off, and the customer will be 
better off in buying the size unit that 
is properly selected for the job. 


Do Estimating with Prospect 


“Make a practice of taking heat 
gain sheets with you. If you have an 
opportunity to make a heat gain in 
your prospect’s presence, let him help 
you with it. He will be interested in 
following the various points, and you 
can ask him for the answers you 
need in order to estimate the heat 
load. By letting him follow you step 
by step, you can show him that air 
conditioning is no great mystery; and 
by allowing him to work out the heat 

(Concluded on next page) 


USAIRto 


WINDOW 
TYPE 
ROOM 
CONDITIONER 


a . with Fiberglas cabinet! 


Fiberglas ends cabinet rust x Won't chip, 

dent or crack x Pushbutton usAlRcontrol 

Panel % 3 sizes: Yo h.p., % h.p. and Lh.p. 

% Cools and heats % Resistance Heater or 

Reverse Cycle Heat Pump % 5 year Warranty 
Write Dept. ACRN 24 


UNITED STATES 
AIR CONDITIONING CORPORATION 


MINNEAPOLIS 14, MINNESOTA 


LARKIN HUMI-TEMP UNIT 


For clean, smart lines, satin-smooth 
finish, harmonious color and over- 
all good looks—Larkin leads. Be- 
hind this beauty is the quality and 
performance that keeps Larkin 
out in front! e 


Manufacturers of the original Cross-Fin Coil 
¢ Humi-Temp Units ¢ Frost-O-Trol Hot Gas 
Defroster ¢ Evaporative Condensers « Cooling 
Towers « Air Conditioning Units and Coils 
* Direct Expansion Water Coolers « Heat 
Exchangers ¢ Disseminator Pans. 


(KIN) Coto” 


519 MEMORIAL DR.,S.E. + ATLANTA, GA. — 
. pls cdo alle See week. * J 
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How To Sell Packaged Units Profitably 


(Concluded from preceding page) 
load with you, once again you are 
getting on his wavelength. 

“The third requirement for proper 
air conditioning engineering is the 
correct selection of equipment. When 
you have made out your heat gain 
sheet, you will have a clear indica- 
tion of the number of B.t.u. re- 
quired, and, therefore, you will know 
what unit to recommend. If a com- 
petitor has recommended a unit of 
smaller tonnage, all you can do is 
to shrug your shoulders, point to 
the heat gain sheet, and say, 

“Mr. Jones, figures don’t lie. You 
went over this yourself with me, and 
therefore, I am sure you can see that 
if another outfit is offering to do the 
same job with a smaller machine, 
you are going to wind up the loser.’ 


Let Prospect Help 


“When it comes to the proper lo- 
cation of the unit, here again it is 
important in some cases to let the 
prospect assist you. Give him several 
alternate locations, any one of which 
will work equally well. Then ask him 
to tell you where he wants the unit 
placed. Thus, he will feel that it is 
his decision, and he will not be so 
inclined to argue with you as he 
will if you pick out his most valuable 
floor area for your unit. 

“Incidentally, if splitting the unit 
is necessary to do the job, then split 
the unit. Sometimes that advantage 
puts you far ahead of competition. In 
these supermarket jobs back East, 
we're finding one of the reasons why 
we’re getting a healthy percentage 
of the supermarket business in that 
area is because our units can be 
split. In other words, they don’t 
occupy any floor space. You take the 
low side and suspend it from the wall, 
and then take the high side and 
either remote it on the roof, in the 
basement, or in the back. 

“The same technique can be used 
in some instances for determining 
whether or not the installation should 
use ductwork. Point out to your pros- 
pect that this equipment can be in- 
stalled in the attic, the basement, a 
shed—anywhere he wants. But also 
point out that if he will install the 
equipment in the conditioned area, 
he will avoid the cost of ductwork 
and therefore save himself some 
money. Then let him make the de- 
cision. 

“Learn how to size and lay out 
ducts, even if you plan to subcon- 
tract this work. It will pay you divi- 
dends to obtain two or three sheet 
metal prices on the job. In many in- 
stances your selling price may be 
out of line because your sheet metal 
price was high. If you gain the 
ability to estimate your sheet metal 
costs on the poundage basis, you will 
invariably know whether your sheet 
metal price is in line or not. 


Good Service—A Good 
Salesman 


“Good service can be one of your 
best salesmen. If all of your jobs 
are working well, you are going to 
find that you get leads as a result of 


good satisfied customers, and _ inci- 
dentally, you realize that one job not 


» working well can_ offset 5 or 10 that 


are. Service can make or break your 
reputation in your area, particularly 
as you go further along and have 
more and more of a local reputation. 

“Remember that service is a part 
of your cost. A dealer with a good 
service organization in packaged air 
conditioning is a dealer who will be 
around to see many happy birthdays 
in this industry. 

“Then there is an ingredient that 
I like to call Financial Horse-Sense. 
We have in our records at Typhoon 
some examples of air conditioning 
dealers who have failed simply be- 
cause they don’t know the basic value 
of money, and they don’t think be- 
fore they start up their plans. 

“Be careful to hold your advertis- 
ing expenditure to a _ reasonable 
figure. Don’t go overboard on hiring 
salesmen on salary, extra office per- 
sonnel, and other items which come 
under the heading of overhead, such 
as high rental, too many trucks, 
telephone expenses, and the other 
items of miscellaneous expenses. 


‘Bankers Can Help You Make 
Money’ 


“Establish good relations with your 
bank. Don’t be afraid of credit and 
banking systems. Bankers can help 
you make money; the better your 
credit is, the easier it will be for you 
to conduct your business in a profit- 
able and efficient manner. In the 
beginning you may have to suffer 
through a period where you feel 
people don’t trust you, but once you 
establish a good credit rating— 
whether you have a lot of cash in 
the bank or not—you’ll find out that 
it will be relatively easy to finance 
your business. 

“For some reason, refrigeration and 
air conditioning men are often un- 
familiar with the many opportunities 
of borrowing needed funds. Don’t be 
antagonistic toward your banker. 
Remember that he is a good man to 
know. He wants to make as many 
business loans as he safely can. The 
first thing your banker will want to 
know is something about you, as an 
individual. A knowledge of the per- 
sonal and moral character of the 
borrower is one of the principal re- 
quirements, particularly in making 
loans to small concerns. 


Small Business Depends on 
Reputation 


“One reason for this is that a 
small business is dependent upon the 
character and reliability of its key 
individuals to a much greater extent 
than a large one. Therefore, in addi- 
tion to your business reputation, your 
banker will want to know about the 
way you live, your family and com- 
munity interests, as well as your 
personal responsibilities. 

“Your banker will also want to 
know about your knowledge of your 
business. He will analyze your loan 
proposal in terms of enabling your 
business to sell more merchandise, 


You get Outstanding 
performance high quality 
and low cost...in 


Heavy gauge steel housing. Strongest possible motor 
mounting, permits any motor location. 3-point sus- 
pension bearing bracket. Entire unit is die formed. 
Capacity range from 350 to 22,000 cfm. Many other 
features exclusive with LAU. 

Write for Catalog Page 707-14 


THE LAU BLOWER COMPANY 
DAYTON 7, OHIO 
World’s Largest Manufacturers of Air Conditioning Blowers 


render more services, or otherwise 
increase its income. Thus your busi- 
ness ability will be analyzed through 
personal appraisal and statement 
analysis in the process of determining 
prospects for repayment of the loan. 

“What does all that have to do with 
a salesman? Do you think it is a 
credit to your salesmanship if you 
sell a unit to a man who isn’t cap- 
able of paying for it? The salesman 
who is not a good businessman is 
little better than a bird-dog (you 
know—he’s the guy who sidles into a 
store and says to the manager, ‘Hi, 
bud, want to buy some air condition- 
ing ?’) 


Tips for Salesmen 


“Here’s some tips for salesmen: 
Watch your expenses. Don’t spend 
more on a prospect than he is worth, 
and don’t spend more on yourself 
than you can afford on the basis of 
your immediate sales record. If you 
start spending too much money on 
future sales, you are going to wind 
up selling peanuts. 

“Learn to allocate your time and 
to plan it carefully. Qualify your 
prospect—just because you like a 
man doesn’t mean he is a good pros- 
pect, so don’t sit in the bar all after-~ 
noon enjoying his company when you 
could be out selling a 5-ton unit to 
some guy you don’t like. Don’t let 
yourself get snowed under by a hot- 
shot who won't pay for his equip- 
ment when he gets it—learn to spot 
a poor risk. 

“And finally, don’t let your en- 
thusiasm run away with you com- 
pletely. Don’t oversell. If you sell a 
man more than he wants or needs, 
chances are you are going to find a 
canceled order in your lap.” — 


Ads In Weekly Newspaper 
Pay Off for Contractor 
ALIQUIPPA, Pa.— Large space 


advertising in a local weekly news- 
paper has produced good results for 


‘C. M. Glovier, general manager of 


Glovier Brothers, heating and air 
conditioning contractor here. 

Glovier said he spends about $125 
per month in weekly newspaper ad- 
vertising, supplemented by direct 
mail to names drawn from Beaver 
and Allegheny county telephone 
books. 

His program gets a nod of approval 
from Robert D. Black, Iron Fire- 
man district sales manager serving 
Glovier. 

“The use of weekly newspapers is 
overlooked by too many dealers,” 
commented Black. “Such newspapers, 
whether published in county seats or 
as community papers in hig cities, 
ocer a marvelous opportunity.” 


Stoltz To Manage Carrier 
Office In Jacksonville 


ATLANTA—Guy Stoltz, for three 
years manager of the Houston office 
of the Carrier Corp. Unitary Equip- 
ment Div., has been named manager 
of the Jacksonville office by G. C. 
Robertson, district manager. 

A native of Marion, Ohio, Stoltz is 
a graduate in architectural engineer- 


. ing of the University of Illinois and 


has been chief engineer of the air 
conditioning department of Straus- 
Frank Co., San Antonio, and man- 


Unarco Representative In 
Chicago Area Appointed 


CHICAGO — Heating & Cooling 
Products here has been appointed 
sales representative for ‘“Unarco” 
heating and air conditioning units, 
it was announced recently. 

The new line, designed for use in 
the domestic, industrial, and com- 
mercial field, is manufactured by 
Union Asbestos & Rubber Co. of 
Chicago. 

As Chicago area representative for 
Unarco, Heating & Cooling Products 
has affiliated offices in Peoria and 
Champaign. 

Norman Weinstein, president, has 
been active in the heating, ventilat- 
ing, and air conditioning fields since 
receiving his engineering degree from 
Purdue university in 1931. He is a 
member of the Western Society of 
Engineers, the American Society of 
Refrigerating Engineers, and_ the 
American Society of Heating & Ven- 
tilating Engineers. 

Prior to taking over the Unarco 
line, Heating & Cooling Products was 
distributor for Fedders-Quigan Corp. 


Wakefield Heads Sales for 
A. C. Company In Nashville 


NASHVILLE, Tenn. — Massey 
Wakefield has been named sales man- 
ager for Air Conditioning Sales & 
Service, Inc. here, according to Earl 
Travis, president. 

The firm handles sales and instal- 
lation of Carrier air conditioning 


ager of Carrier branch offices in 
Cleveland and Detroit as well as 
Houston. He joined Carrier in 1940. 


equipment. Prior to joining the com- 
pany, Wakefield was connected with 
the U. S. Internal Revenue Bureau. 


and 25 hp sizes. 


THE BEST FRANCHISE...THE 


THE ALL-NEW WORTHINGTON PACKAGE AIR CONDITIONER features 3-dimen- 
sional circulation, feather-movement quietness, care-free performance. Sizes 
range from 3 to 15 hp — with package units for remote installation in 15, 20 


POWERFUL NEW WORTHINGTON “3” FREON COMPRESSOR for engineered sys- 
tems runs at a speed that’s not too fast, not too slow — but just right for 
optimum performance. Among its engineering advances are lightweight con- 
struction, compact design, automotive-type pistons, and force-feed lubrication. 
And Worthington’s new electric unloaders automatically balance power con- 
sumption with load requirements, let you start compressor unloaded with 
normal torque motor. Separate unloader units allow easy maintenance. 


WORTHINGTON 


Completely new 
package unit puts 
the Worthington line 
‘way out in front! 


Right! For Worthington engineers set out to 
make air conditioning history with this all-new 
unit. Beneath that handsomely styled exterior is 
the “million dolar heart” compressor — com- 
pletely redesigned components. And the result 
is the smoothest-running package unit you've 
ever seen! 

With units like these, Worthington distribu- 
tors give their customers the benefits of over half 
a century of air conditioning and refrigeration 
experience. They know that when Worthington 
handles any job, complete unit responsibility 
pays off in more satisfied customers. 

Worthington Corporation, Air Conditioning 
and Refrigeration Division, Section A.4.34, 
Harrison, New Jersey. 
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THIS NEW WORTHINGTON WINDOW AIR-CONDI- 
TIONER actually adds to the appearance of any 
room! Interior decorators hail it as the first step 
away from the “ugly duckling” look. WORTHINGTON 
RESIDENTIAL AIR CONDITIONING is available in 3 and 5 
hp sizes for use with any type of central heating 
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| 
| Refrigeration Problems 


and their solution 
| by Paul Reed 


For Service and Installation Engineers 


FIG. 7—{left) Sling psychrometer with 
wet and dry-bulb thermometers. Chain 
for swinging. 
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thermometer; the other is the dry- 100 


Thermometers bulb thermometer. Such an arrange. EeeespeeeEe= = Fenes Sees epg = ia. 
ment allows the wick to be lowered WR =s55 =: itis a553 Instrument Companies 
° ° into a glass of water, thus wetting Sseesece==seee SSascssscs=sesce ‘ 
. Sa-=-=SSSss- sss=5-= = j 
In Refrigeration the wick of the wet-bulb thermometer ee = 
but keeping the other thermometer, 555525225 25=2 5525222 =asssss FIG. 8—{right) Sling psychrometer with 
o the dry-bulb thermometer, dry. z= 2555552=: $5 SSSSssssesescee dry and wet-bulb thermometers. La 4 
Service (7) Using either the chain shown in | Bese TH S555 Swiveled handle for swinging. i 
Fig. 7 or the swivel handle shown in bocce se Courtesy E. Vernon Hill and Co. 
Fig. 8, the psychrometer is whirled, bobs 
One of the most common uses for thus causing air flow over and bse; : 
two thermometers, particularly in air through the wetted wick. If the air 
conditioning work, is the psychrom- jg not saturated with moisture, that pression, the relative humidity and found the corresponding r.h. 
eter or, as it is also called, hy- js, if the relative humidity is less other characteristics of moist air are For example, the dry-bulb reading 
grometer. One of the two thermom- than 100%, the air has some ability different for different dry-bulb tem- is 40° and the wet-bulb 35°. The wet- 


peratures. Fig. 9 shows a group of bulb depression is therefore 5°. Fol- 4 
curves that may be used to deter- low the 40° dry-bulb line to the 
mine relative humidities for various curve for a 5° wet-bulb depression. 
dry-bulb readings and wet-bulb de- To the left, read the r.h. line of 60%. | 
pressions. If the values do not come out exactly, 

they can be estimated closely enough 
TO DETERMINE RH FROM DB for the most practical purposes. 


eters reads the dry-bulb temperature to absorb moisture. As a_ result, 

and the other the wet-bulb tempera- some of the water in the wet wick is 

ture. From these two temperatures, evaporated into the air as water 
all psychrometric data can be derived. _ vapor. > 

When the water in the wick is 

SLING PSYCHROMETER evaporated, that is, changed from a 


Ordinarily, the two thermometers liquid to a vapor, some heat energy 
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DRY-BULG TEMPERATURE IN DEGREES F. 


are mounted on the same base or held’ is required. In as (or boil- » + AND WB THERMOMETERS ia Mile cane 
in a common clamp or support. To ing), one pound of water requires T LL 
this is attached a cord, chain, or about 1,000 B.t.u. of heat, the exact ¢§ To use these curves, take the dry- ER ae nage 
swivel handle so that the two ther- amount depending upon the tempera- $ asia ee ee ae = dry-bulb ° ae gpoe yn Regal mathe - 
mometers can be whirled in the air. ture at which evaporation is taking & a S.te sas erably sing psycs : cai hii inion aaa ae pre 
Fie. 7 sh typical “sling” . place. The required heat energy is z ay Subtract the wet-bulb reading from pecially . 
shuanner ot this y teem rao = withdrawn from the water left in _ t : 1 } the dry-bulb reading to get the wet- half a degree can affect the result 
Saar ee vee a a os ie, te causing the water and the Ee iia ta sasitata bulb depression. Follow the vertical premcinaee ae te gen Mls | 
two thermometers is mounted lower thermometer bulb encased in the wet as CO line for the dry-bulb temperature to ee , Pr j 
than the other and has a cloth wick wick, to become cooler. 5 t tH the correct curve for the wet-bulb Whirl the psychrometer neither too 
id -s =x jae : ‘ " 
around its bulb. This is the wet-bulb Therefore, the temperature indi- | ouiee depression, then to the left will be (Continued on next page) | 
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FIG. 9—Curves show wet-bulb depression in 
degrees F. 


Stet of : Heat Transfer Products By 
cated by the wet-bulb thermometer 
heat-x # 


merely reads the dry-bulb tempera- & e | | 

ture, which is the ordinary tempera- 

co Time's almost up: 
If the air in the room were satur- 

ated, that is if it had a relative hu- 


midity of 100%, it could not absorb Take advantage of 


Heat-X products are engineered and any moisture from the wet wick of 

manufactured by heat transfer the wet-bulb thermometer, so both 

specialists. High side or low thermometers would read the same. » 
side, they‘ll provide a better The drier the air, the faster it will REM: NGTON 4 
installation . . . insure trouble-free absorb moisture from the wet wick 


operation. Don’t risk your reputation of the wet-bulb thermometer, and N EW > e,° * 
the more heat energy that will be 
by settling for less than the best. | tHe more heat energy that will be Room Air Conditioning 


Ce ht te wubb FREE PRE-SEASON SELLING PLAN 


thermometer will read. 


oe otetied Tina? ; a 
WET-BULB DEPRESSION That’s right! Time’s running out. Soon it will be too late 
in. we Raper get for you to get the benefit of Remington’s FREE pre-season 

neg: cmd Pt nye oy arnngoa promotion plan—the most talked about plan in the room 


the two thermometers is known as ; ager : ° ‘ 
the “wet-bulb depression.” The air conditioning industry. Includes a combination of: 


greater the wet-bulb depression, the 


drier the air is, the lower is its rela- Jf REE — display stands 
tive humidity. A small wet-bulb de- +> aii P 0 hapa 
pression of only two or three degrees i ‘ 
indicates a high relative humidity. merchandising pieces 
However, a wet-bulb depression of 
five degrees with a dry-bulb tem- V FREE—TV spots 
perature of 80°, does not result in 
the same relative humidity as a five Vv FREE—newspaper adver- 
degree wet-bulb depression with a tising 
dry-bulb temperature of 50°. In the . . 
former case, the r.h. is 78.5%, and V . ee in your siacinaaiin 
in the latter case the r.h. is 67%. ocal area 
" Thus, for the same wet-bulb de- Model 6, Yah.p. deluxe 
— PLUS a host of other sell- 
Hand T be Be d ing aids together with 
_ .tie Y U naer Remington’s strong pro- 
ie Smoothly bends gram — con- 
sumer advertising. 
any pipe or tubing ad 


144" 0D. Act now—Get the details 
of the “profits-guaran- 
teed’”” Remington Fran- 
chise today. Write to: 


3" to 


_ +. these are a few of the Heat-X 
_- products — a line designed and 
_ bwiltby heat transfer special- 
P3 ms — in mind. 


HEALTH and COMFORT 


WRITE TODAY FOR FREE 
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= ILLUSTRATED BULLETINS. a i 
assures perfect, even, right- 
nS By “Emin 
THE HEAT-X-CHAN GER CO., Inc. Re : 
etre ~ Oe yout = ~». HOLSCLAW BROS., INC. DIVISION OF REMINGTON CORPORATION 
428 N. WILLOW RD.—EVANSVILLE, INDIANA 11-7 Willey Street, Auburn, N. Y.,U.S. A. 
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Thermometers - - 


(Concluded from preceding page) 


fast nor too slowly. From 80 to 100 
r.p.m. is about right. 

At first, the wet-bulb temperature 
will start down, but finally it will go 
no lower. This is the wet-bulb read- 
ing. Look at the wet-bulb thermom- 
eter several times until it is evident 
that it is not going any lower, for 
that will be the correct w.b. reading. 

The term hygrometer is usually 
applied to dry-bulb and wet-bulb 
thermometers set on a stationary 
stand to be placed in a fixture or on 
a wall. Some have springs for whirl- 
ing them; others have small fans, 
others depend upon air movements 
in the fixture. 

Whatever method is used, there 
must be a brisk current of air pass- 
ing over the wick of the wet-bulb 
thermometer in order for it to show 
accurate wet-bulb readings and to 
respond quickly to changes in wet- 
bulb temperatures. 


SERVICE ENGINEER SHOULD 
HAVE A PSYCHROMETER 


Good sling psychrometers can be 
purchased at reasonable prices from 
a number of manufacturers. They are 
built in various styles, and some 
have charts or scales with them for 
determining the relative humidity 
easily and quickly. Every service en- 
gineer who does commercial, air con- 
ditioning or industrial work should 
have a good psychrometer. 

If he does not own one, or does not 
have it with him, he can improvise a 
reasonably accurate sling psychrom- 
eter with two pocket thermometers, 
provided that they are both accurate. 
They can be lashed together but with 
a small piece of cork or other poor 
heat conductor between them to pre- 
vent the cool wet-bulb thermometer 
from affecting the dry-bulb reading. 

The pocket thermometer used as a 
wet-bulb thermometer must have a 
wick of some sort, such as a small 
piece of clean cloth—wrapped around 
the bulb and tied on with a piece of 
thread. The bulb of the wet-bulb 
thermometer should be below the bulb 
of the dry-bulb thermometer, as in 
Fig. 7, to prevent the bulb of the dry- 
bulb thermometer from getting wet. 

By use of a psychrometric chart or 
psychrometric tables, other properties 
of moist air can be determined from 
the dry-bulb and wet-bulb readings 
taken with a psychrometer. 


Kriete Heads Richmond, Va. 
Contractors Association 


RICHMOND, Va.—T. L. Kriete’s 
election as president for the coming 
year has been announced by the Re- 
frigeration and Air Conditioning Con- 
tractors Association of Richmond. 

Other new officers are: Herman J. 
Duke, Herman J. Duke and Son, vice 
president; and Robert M. Dunville, 
R. M. Dunville & Bros., treasurer. 

In addition to the officers, those 
serving on the board of directors for 
the ensuing year include immediate 
past president W. Leo Felthaus, 
Richmond-York Corp.; Richard H. 
Catlett, Catlett-Johnson Corp.; Irving 
Cantor, Richmond Heating & Equip- 
ment Co.; and R. Bruce Olsen, B. & G. 
Olsen Co. 

Kriete, president of Enterprise 
Heating & Air Conditioning Corp., is 
a charter member of the organization 
which was formed in 1949. 


Stop service calls . . . keep out 


rust and sludge . . . open new 
doors to sales acceptance!—with 
coolers, ice-makers, sell ‘‘Taste- 
Master’’!—checks chlorine, traps 
sediment; promotes service-free 
satisfaction with all water pro- 
cessing appliances. Write— 


Filtrine ixcoaw % - 0 


“Wi aud vd 


Jordon Regional Meetings 
Open In Pittsburgh Feb. 15 


PHILADELPHIA — The commer- 
cial division of Jordon Refrigerator 
Co. will launch a series of regional 
dealer meetings on Feb. 15 at the 
Hotel Ft. Pitt in Pittsburgh, E. A. 
“Terry” Terhune, vice president in 
charge of the division, has announced. 

Nearly 1,000 dealers and all Jor- 
don field representatives will parti- 
cipate in the series, which will run 
through May 20 in various parts of 
the country. 

The program at each meeting will 
include presentation of new products 
following cocktails and dinner. A 
graphic analysis of the industry and 
Jordon’s place in the industry will 
launch the business meeting. 

The “Dealer’s Viewpoint” will also 
be covered, after which dealers will 
be invited to ask questions. To con- 
clude the meeting, Terhune will run 
through a sales presentation. 

Other meetings are scheduled for 
March 8 at the Lord Baltimore hotel 
in Baltimore; March 11 at the Hotel 
Charlotte in Charlotte, N. C.; March 
15, Henry Brady hotel, Atlanta, Ga.; 
March 20, Biscayne Terrace hotel, 
Miami, Fla.; April 5, John Bartram 
hotel, Philadelphia; April 13, Military 
Park hotel, Newark, N. J.; April 20, 
Somerset hotel, Boston; May 5, Hotel 
Sheraton, Cincinnati. 

A meeting on May 10 will be held 
at either the Sheraton or Conrad 
Hilton in Chicago during the National 
Restaurant Show. 


N. J. Rsts Convenes In 
Atlantic City Feb. 6-7 


ATLANTIC CITY, N. J.—Third 
annual convention of the New Jersey 
State Association of the Refrigera- 
tion Service Engineers Society will 
be held in the Penn Atlantic hotel 
here on Feb. 6 and 7, A. E. Man- 
ning, program chairman of the state 
group, announced recently. 

Activities on Saturday, Feb. 6 in- 
clude the annual dinner, installation 
of new Officers for 1954, and an eve- 
ning of entertainment. 

Sunday will be devoted to an edu- 
cational session starting at 10 a.m. 
and winding up at 5 p.m. Scheduled 
speakers and their topics are as fol- 
lows: 

J. P. Langan, president and gen- 
eral manager of Kelmore Service, 
Inc., Newark, N. J., will speak on 
“Internal Control, Employe Rela- 
tions, Business Hints for Service Or- 
ganizations.” 

H. L. Kelso, service sales manager 
for Tecumseh Products Co., will out- 
line “Recent Developments in the 
Field Servicing of Hermetic Units.” 

A. H. Lawrence, Jr., manager of 
technical sales service, Kinetic Chemi- 
cals Div., E. I. DuPont de Nemours 
& Co., will discuss “Well Below Zero 
with ‘Freon’ Refrigerants.” 

Dr. Edgar S. Ross, chemical engi- 
neer for the Industrial Products Div., 
Sun Oil Co., will talk on “Refrig- 
eration Oils.” 

George Luce, sales engineer for 
Bush Mfg. Co., will expplain the 
“Selection and Application of Water 
Saving Equipment for Condensing 
Units Above 2 Hp.” 

The New Jersey State Association 
is made up of five local chapters in- 
cluding the Garden State at Newark, 


—@ the Trenton at Trenton, the Camden 


at Camden, the Convention City at 
Atlantic City, and the Asbury Park 
at Asbury Park. 
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FLO-COLD Stainless Steel 


DRINKMASTER 
ICE. CUBER-COOLER 


Now Also Made in 
ALUMINUM 


“A Case of Cool Judgment” 


United Friguator Engrs. 
Menominee, Mich. 
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Frigidaire - - 

(Concluded from Page 1, Column 3) 
old or more “and are ready for new 
heating plants,” Ott also reminded 
dealers that 70% of the million new 
homes built every year “have forced 
warm air heat and are thus pros- 
pects” for year-round air condition- 
ing. 


4 TYPES OF MARKETS 


The market, he further explained, 
consists of (1) existing homes, (2) 
the more expensive “custom-built” 
house, (3) ‘‘builder-built” larger 
homes, and (4) merchant-built homes 
in the $10,000 to $16,000 class. 

First three are logical prospects 


for dealers, Ott said. Of the mer-— 


chant builder, he commented: 

“He’s the buyer and he buys in 
quantity. In the past he’s purchased 
heating equipment either from (1) a 
dealer who also did all the sheet 
metal, gutters, etc., on the house, or 
(2) the dealer, letting another con- 
tractor do the sheet metal, or (3) 
direct. 

“There now seems to be a slight 
trend toward the merchant builder 
buying from the local dealer instead 
of direct, but at present there’s no 
hard and fast rule on this.” 

Discussing the ice maker, John 
Payton reminded dealers that al- 
though Frigidaire has been on the 
market with such a unit for only 
two years, in 1953 it accounted for 
nearly a third of the entire industry 
sales for the year, which totaled 
30,000, he said. 


90% OF ICE MAKER MARKET 
YET TO BE SOLD 


“We estimate there are 500,000 
prospects for ice makers, and more 
than 90% of the market still remains 
to be sold,” he added. 

Outlining details of a suggested 
“Operation Dial” telephone promotion 
plan, Payton explained how dealers 
could discover and/or qualify pros- 
pects by a telephone survey to deter- 
mine their normal consumption of ice. 

Knowing how much ice a prospect 
usually buys, the salesman can pre- 
pare a “proof of profit” story to show 
the savings possible with an _ ice 
maker, he told the dealers. 

There will be no increase in price 
in the Frigidaire reach-in line or the 
“Silver Anniversary” room air con- 
ditioners. On the latter price protec- 
tion through August and a “free 
floor planning’’ arrangement have 
‘been provided for dealers. 

“Face-lifting refinements’ on the 
reach-ins, which will be available in 
eight models, include new interior 
color styling and improved hardware. 
Latter provides a built-in lock. 


COMMERCIAL AIR CONDITIONING 
SOFTENS UP HOME MARKET 


Winding up the dealer meeting, 
Moloney called dealers’ attention to 
“the trend to industrial air condition- 
ing and humidity control installa- 
tions. This will lead workers at these 
plants to install air conditioning at 
Home.” 

The 22 Michigan dealers who ex- 
ceeded their 1953 quotas to become 
“Hundred Percenters” were: 

Kimball Appliance, Port Huron; 
Refrigeration Service, Inc., Detroit; 
Square Deal Refrigeration, Detroit; 
Adrian Refrigeration Sales, Adrian; 
Akme Refrigeration, Monroe; Clay- 
ton A. Pettengill, Cadillac; 

Art Dehn Refrigeration Sales & 
Service, Midland; Davis & Collison, 
Kalamazoo; Radoe Refrigeration Co., 
Detroit; Collison’s Refrigeration Serv- 
ice, Battle Creek; Moshier Refrig- 
eration, Grayling; Grand Rapids Re- 
frigeration Co., Grand Rapids; J. R. 


~~ Miller Corp, Detroit; 


Ralph E. Mason Refrigeration, 
Pontiac; Vic Niles Distributing Co., 
West Branch; Bernie Griner, Cope- 
mish; McKenna Refrigeration Sales 
& Service, Mt. Pleasant; Electric 
Shop, Sturgis; Clark’s Store Fixtures, 
Flint; Sogaard & Debo, Inc., High- 
land Park; W. H. DeMattia Co., and 
Paul Garthe Refrigeration & Appli- 
ance, Inc., .Traverse City. ‘ 


Ansul Increases Prices on 
Industrial Methyl Chloride 


MARINETTE, Wis.—Ansul Chemi- 
cal Co. has announced price increases 
on its industrial grade methyl chlor- 
ide. 

Methyl chloride in 100-Ib. and 140- 
lb. cylinders is now priced at 21 
cents per pound—an increase of 2% 
cents. In 1,300-lb. drums the price 
is now 15 cents per pound—an in- 
crease of 1 cent. 

Full freight equalization continues 
in effect. 


Sates 


Worthington Names 
Lancaster, Ewer to 
Engineering Posts 


HARRISON, N. J.—M. M. Lawler, 
vice president, Worthington Corp., re- 
cently announced the appointments of 
John E. Lancaster as chief engineer, 
Heavy Machinery Section, and Roland 
G. Ewer as consulting engineer, Air 
Conditioning & Refrigeration Div. 

A graduate of Marybelle college 
and New York university, Lancaster 
joined the Research Dept. at Worth- 
ington in 1940 and in May, 1948, be- 
came assistant manager of this de- 
partment. He served as acting man- 
ager of the Research Dept. from 
May, 1952, until September, 1952, 
when he was named assistant chief 
engineer of the Air Conditioning & 
Refrigeration Div. 

Ewer joined Carbondale Machine 
Co. after his graduation from Stevens 
Institute of Technology in 1907. He 
served as draftsman and field engi- 
neer until his appointment as me- 
chanical engineer in 1915. He later 
served as sales manager and engineer 
of sales. 

When Worthington purchased Car- 
bondale Machine Co. in 1934, Ewer 
was named chief engineer, in which 
capacity he has served until the 
present time. 


Warren Co. Appoints 


Michael Daly To Head 
Chain-Stores Division 


ATLANTA — Appointment of 
Michael T. Daly as manager of The 
Warren Co.’s Chain-Stores Div. has 
been announced by 
Roger D. Jacobs, 
vice president in 
charge of sales. 

Daly most re- 
cently served as 
accounts executive 
for food-chain ac- 
counts in the 
southeast and 
southwest for 
Hussmann Refrig- 
eration, Inc. He 
served in this ca- 
pacity from 1946 until accepting the 
position with Warren. 

After attending Mercer university 
in Macon, Ga., “Mike” first became 
associated with the _ refrigeration 
business through Georgia Power 
Co.’s service division and later, do- 
mestic refrigerator sales. He served 
with Georgia Power for five years. 

Daly was commissioned a second 
lieutenant in the Army Signal Corps 
in 1941 and was released to inactive 
duty in 1946, having served in 
Tunisia, Sicily, and Iwo Jima. 


Michael T. Daly 


FREEZ-KING 
Double Feature 


‘DOUBLES YOUR SPEED a 
: pouBtLes YOUR pROFITS: 


MODEL 950 
King size power. Two com- 
plete freezers in one stand. 
Each unit operates independ- 
ently. Every portion perfect. 
Exclusive Freez-King features 
include patented automatic 
feed, seeing eye dial, auto- 
matic temperature control, 
patented back feed. Amaz- 
ingly simple to operate. 


A FREEZ-KING 
MODEL FOR 
EVERY 
PURPOSE 


KNIFE TYPE 


AMERICA'S MOST COMPLETE LINE 
OF CONTINOUS SOFT ICE CREAM FREEZERS 


NEW FOR 'S@ 
—- FREEZ-KING | 
SHAKE DISPENSER 


Draws Shakes 
Direct from Freezer at the 
Remarkable Speed of 360 an Hour! 


@ Makes present methods old-fashioned 

@ Saves time .. . saves labor .. . 
increases profits 

@ Requires minimum floor space .. . 
only 20 x 25 inches 

@ Special Freez-King mix formula produces 
rich, thick, creamy shakes at 
astonishingly low cost 

@ Attractive in design . 
construction . . . efficient in operation 


. . sturdy in 


DISTRIBUTORS: Exdwsive franchises available. Write for details. 


THE FREEZ-KING CORPORATION 


2518 WEST MONTROSE AVE., DEPT. 30, CHICAGO 18, ILLINOIS 
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PATENTS 


Week of October 13 
(Concluded) 


2,655,318. ICE SHAVING MACHINE. 
Herbert G. Beyer, Baltimore, Md. Appli- 
cation June 29, 1950, Serial No. 171,038. 
12 Claims. (Cl. 241—92.) 


t'4 


1. An ice shaving machine comprising 
an~ insulated container, said container 
being of vertical cylindrical form, said 
container having a removable top, and said 
container having means for preventing 
rotation of ice therein, said container 
having a bottom wall, generally closed, 
with a discharge opening therethrough, 
said discharge opening being in the 
bottom of said container near the side 
wall thereof, the bottom of said con- 
tainer having a central opening therein, 
a rotor assembly in the bottom of the 
container comprising an upper plate of 
nearly the same diameter as the adja- 
cent interior of the container, and a lower 
plate of smaller diameter affording an 
annular space thereabout, said plates 
being spaced apart by non-centrally lo- 
cated spacer elements of relative small 
diameter, said upper plate having ice 
shaving means therein for shaving parti- 
cles from a charge of ice resting thereon 
and discharging the shaved ice to the 
space underlying said upper plate, said 
shaving means extending from the center 


of said plate substantially to the outer 
edges thereof, said assembly having in the 
annular space under said upper plate 
and outside the edge of the lower plate 
downwardly and _ rearwardly inclined 
sweep means for sweeping about the bot- 
tom of the container and to the outlet 
therefrom the shaved ice dropping into 
said annular space and centrifugally dis- 
charged thereto from said lower plate, 
said sweep means being in the form of 
downwardly inclined interfingering ele- 
ments, said container comprising, in said 
annular space, and adjacent the outlet 
opening therefrom, coacting ejecting 
means in the form of stationary inclined 
interfingering elements overhanging said 
discharge opening and coating with said 
sweep means for positively forcing down- 
wardly through said discharge opening 
shaved ice swept thereto by said sweep 
elements, a cup-receiving vestibule under- 
lying said discharge outlet and at least 
partly underlying said container, means 
for driving said rotor assembly, compris- 
ing a motor within the base of the ma- 
chine, rearwardly of said vestibule, and 
a cup-actuable control for said motor lo- 
cated in said vestibule and underneath 
said container. 

2,655,348. HEAT EXCHANGE AND 
SOUND ABSORBING WALL UNIT. 
Robert L. Siering, New York, N. Y., as- 
signor to Johns-Manville Corp., New York, 
N. Y¥., a corporation of New York. Con- 
tinuation of application Serial No. 79,349, 
March 3, 1949. This application Nov. 17, 
1949, Serial No. 127,963. 8 Claims. (Cl. 
257—124.) 


5. In a treatment for a wall such as a 
ceiling, a conduit, rods suspending the 


conduit from the ceiling at intervals, a 
partition comprising U-shaped metal 
casings enclosing the conduit with the 
conduit adjacent the base of the casings 
and in heat conducting relationship with 
the casings, said casings including out- 
wardly and upwardly extending side 
walls, supports carried by said rods above 
said conduit, and cooperating means on 
said side walls and supports for securing 
the casings to the supports. 


2,655,395. LOCK FOR REFRIGERATOR 
DOORS OR OTHER CLOSURES. Alfred 
H. Groeger, New Hyde Park, N. Y., as- 
signor to Kason Hardware Corp., 
lyn, N. Y. Application June 21, 1949, Serial 
No. 100,318. 14 Claims. (Cl. 292—92.) 
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1. In combination, a lock casing adapted 
to be fixed to a door, a handle pivoted 
to said casing, said casing and handle 
being formed with registering openings, 
a latch pivoted to said casing and movable 
independently of said handle, means on 
the handle to rotate said latch for re- 
tracting the same, upon swinging said 
handle in one direction, means operable 
from the inside of the door to retract 
said latch independently of said handle, 
means to prevent retraction of said latch 
upon inserting a member through said 
registering openings, and means effective 
upon operating the means operable from 
the inside of the door for releasing said 
preventing means. 


Cl. 312—305.) 

1. In a domestic refrigerator, the com- 
bination of, a cabinet structure enclos- 
ing a food storage space which is sub- 
stantially square in horizontal cross-sec- 
tion, a shelf which is substantially square 
with rounded corner and of such size and 
shape as to substantially fit snugly with- 
in said food storage space to support food 
or the like, said cabinet structure having 
in the vertical surfaces defining said food 
storage space three horizontally aligned 
arcuate slots respectively in three verti- 


cal side walls with each of said slots 
having its maximum depth at the vertical 
center line of its wall and so arranged 
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that said shelf may be turned in a hori- 
zontal plane whereby the side adjacent 
the front of the refrigerator can be 
moved to the rear thereof. 


2,655,574. PLOAT SWITCH POR WATER 
COOLERS. John G. Wehrwein, Haver- 
town, Pa., assignor to Sunroc Refrigera- 
tion Co., Dover, Del, a corporation of 
Delaware. Application April 11, 1950, 
Serial No. 155,250. 1 Claim. (Cl. 200—84.) 
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In a float switch device for control of 
liquid level, a resilient support, a float at 
one end of the support, a sealed switch 
in the float having walls forming an up- 
wardly directed receptacle at the bottom 
thereof, a pool of mercury in the recep- 
tacle, a contact connected to the pool, 
an electrically insulating -upwardly di- 
rected cup supported in the sealed switch 
at a level above the bottom of the re- 
ceptacle, in one position of the switch 
above the top of the pool of mercury, and 
in another position of the switch below 
the top of the pool of mercury, a con- 
tact extending from above into the cup 
and insulated from the pool in one op- 
erative position of the float, and wire 
extending through the support to the 
contacts. 
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TEM. Malcolm G. Shoemaker, Doylestown, 
Pa., assignor to Philco Corp., Philadel- 
phia, Pa., a corporation of Pennsylvania. 
Application Feb. 10, 1951, Serial No. 210,- 
322. 6 Claims. (Cl. 62—3.) 


“FF 


1 In air conditioning equipment, a main 
refrigeration system including compres- 
sor, condenser, restrictor and evaporator 
elements so connected in series flow cir- 
cuit that condensation of refrigerant oc- 
curs in said condenser element, and eva- 
poration of refrigerant occurs in said 
evaporator element with consequent cool- 
ing of the circulating air, and apparatus 
for reducing the total air-cooling capacity 
of said evaporator element while yet 
maintaining a portion of the evaporator 
element at a temperature sufficiently low 
to result in substantial condensation of 
moisture present in the circulating air, 
said apparatus comprising: an auxiliary 
refrigeration system including condenser, 
restrictor and evaporator portions con- 
nected in series circuit with said com- 
pressor element, said condenser portion 
being disposed in heat exchange relation 
with a portion of said evaporator element 
at a region intermediate the entrance to 
and the exit from said element, and said 
evaporator portion being disposed in heat 
exchange relation with a portion of the 
high pressure side of said main system 
in which gaseous refrigerant is normally 
present; and means effective to cause a 
portion of the gaseous refrigerant derived 
from said compressor element to flow 
through said auxiliary system. 


2,655,794. OIL REMOVAL SYSTEM FOR 
REFRIGERATION APPARATUS. Alonzo 
W. Buff, York, Pa., assignor to V. C. Pat- 
terson & Associates, Inc., York, Pa., a 
corporation of Pennsylvania. Application 
Dec. 9, 1952, Serial No. 324,947. 4 Claims. 
(Cl. 62—3.) 

1. A refrigeration system comprising in 
combination: a surge drum; compressor 
means; condenser means; conduit means 
connecting said surge drum, compressor 
and condenser for furnishing liquid re- 


frigerant to the lower portion of said 
drum and removing gaseous refrigerant 
from the upper portion of said drum; a 
plurality of evaporators; a pump con- 
nected to supply liquid refrigerant from 


said drum to said evaporators; means 
for establishing a pressure in the refrig- 
erant supply line to one of said evapora- 
tors higher than the pressure in the sup- 
ply line to the other evaporators; means 
for controlling the admission of refriger- 
ant to said one evaporator; a closed con- 
duit connecting the outlet of said one 
evaporator to the suction side of said 
compressor; and a common return con- 
duit connecting the outlets of the re- 
mainder of said evaporators with said 
surge drum: whereby said one evapora- 
tor functions also as an oil still to return 
oil to the compressor. 


2,655,795. REFRIGERATOR CONDENS- 
ING UNIT COOLER. John Dyer, Tucson, 
Ariz. Application Jan. 2, 1952, Serial No. 
264,562. 2 Claims. (Cl. 62—4.) 
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1. A refrigerator condensing unit com- 
prising an insulated case, an intermediate 
partition dividing the interior into an 
outer compartment and an inner com- 
partment; a condenser positioned in an 
opening in said partition, the said outer 
compartment being provided with an inlet 
opening enclosing a refrigerating evapo- 
rating pad, a water sump and a motor 
drawn pump for pumping’ water on to 
said pad and a shutter for closing said 
inlet opening; said inner compartment 
being provided with an outlet opening, 
a compressor, a receiver and fans for draw- 
ing air from said outer compartment and 
circulating it therethrough and forcing 
it out of said outlet opening, and a ther- 
mostat mechanism for controlling the op- 
eration of said circulating fans, said 
pump motor for moistening said evapora- 
tive pad, and said shutter, whereby when 
the temperature within the case rises 
above a predetermined degree, said fans 
will operate, said pump will pump water 
to moisten said evaporative pad and said 
shutters will open admitting air into said 
outer compartment through said evapo- 
rating pad and forcing it over the sur- 
face of said condenser; said fans operat- 
ing to circulate air within said insulated 
case when the temperature within it falls 
below a predetermined degree. 


2,656,154. THERMOSTATICALLY CON. 
TROLLED MILK COOLER. Wilbert Hur- 
ley, Flora, Ind. Application Oct. 9, 1950, 
Serial No. 189,224. 1 Claim. (Cl. 257—2.) 
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A liquid cooler comprising a housing 
formed of hollow front and rear’ walls, 
hollow end walls and a hollow bottom, 
heat insulating means in said walls, a 
heat insulated cover for said housing, 
a plurality of spaced vertically disposed 
cylindrical receptacles adapted for the 
reception of individual liquid containers 
in said housing, a grating spaced from 
the bottom of each receptacle to permit 
circulation of coolant beneath said liquid 
containers, an inlet adjacent the bottom 
of each receptacle, an outlet adjacent the 
top of each receptacle, a common mani- 
fold supplying all inlets with a coolant 
fluid, an individual valve adjacent each 
inlet, an elongated valve stem for each 
valve extending above the top of said 
receptacles, a common exhaust for all out- 
lets, an exhaust tank into which said 
exhaust empties, a thermostatic valve in 
said manifold, and an actuating element 
for said thermostatic valve in said ex- 
haust tank whereby the flow of coolant 
to said receptacles is governed by the 
temperature of the exhaust therefrom. 


(To Be Continued) 
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AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 1, 1954 23 
said ' . 
rant we 
ae Air Conditioni Pp 
3 ee ir Conditioning on Parade ent 
rom 
At the Builder's Sh eee 
e Duliders ow esata 
eel 
: Air conditioning, Hydro- Job (GS-R3- 9 Feb 54 
j PROCUREMENT INFORMATION graphic building. ‘Suitland, B-3298) 
| The following is a list of proposed procurements issued by the Maryland. — i 
6 various indicated U Government procurement offices. This Business Services Center, Generali Services Administration. 
: list is compiled and made available daily on a free pick-up basis. Region 5, Bldg. 41, Denver Federal Center, Denver, Colorado 
' Prospective bidders may obtain complete bid sets by a request Basement heating changes, Job 180 5 Feb 54 
f eg | pusnacas — — —— hind’ Ee en 4 elas Oatice. 
i this nopsis. e sure to identify completely the nvitation ort Collins, Colo. 
—KEY NO. D-2110— you wish by including in your request the item description, the Heating changes, U. S. Post Job 192 10 Feb 54 
invitation number or reference number and the opening date. ffice and Courthouse, 
ane r NEW DESIGN WITH SIDE- dt. i2 Bot, necessary, to eter solely be, ee meg Mog <9 for Colorado Springs, Colo. 
rig- yi a onal data on_a nvitation issued by any o e follow- service i i 5 NW, 
a4 ; BV-SOE PLACEMENT OF i U. S. Army Ordnance Offices: Ordnance Tank Automotive ont ag ar mamnalamamame th OF Ma, BW 
fi } COOLING AND HEATING Center; Detroit Arsenal; Frankford Arsenal; Picatinny Arsenal; Modernization of Exhibits Job 49-160-1 (on or 
ans sections distinguishes this Rarit Arsenal; Ordnance Ammunition Center, Joliet, Ill.; (First Ladies Hall), Arts about) 
arate Rock Island Arsenal; Springfield Armory; Watertown Arsenal: and Industries Building, 23 Feb 54 
rer- 1954 Frigidaire year-round and Watervliet Arsenal. Smithsonian Institution, 
one i residential air condition- DEPARTMENT OF DEFENSE Washington, D. C. Bight new Exhibits (room size) with glass 
ro . ° viewin windows. emodelin - 
aid ton ing system. Jim Harlon Description Quantity Invitation Opening new mechanical ventilating system. wesc Bey oor 
on- j wONnc -Pealeancetaigy Age ce EP EO NTIS PEPE og te Business Service Center, General Services Administration, 
aid ‘mee f engenver fem winter Invitation for Bid /B/ and Requests for Proposal /Q/ are dis- Furnish all labor and mate jo" BOS B10 4 Feb 54 
te ang to summer cycle by means Nene bP nae | poe 7” sey) P= gy ape Lik pcintetens OF. ae pons for new —_ exhaust 
== r above activity. complete set is available for } - f ipe f 
urn _— + Sn Sea Cae TION ONLY. by prospective bidders at the Air Regional Offices | at U. S. Veterans Administra- 
i" = struction is such that air located in the local trading area of the above activity. tion, 61 Tremont St., 
i = moves over only one heat “ a. ee 3 ea. Se) 8 Feb 54 Boston, Mass. 
= : , -f.m, hor ~33- G 1 Services Administrati 
on, _ exchanger in either cycle. = Commander, Gentile Air Force Depot, Dayton, Ohio—Attn: Center, 250. Hudson St.. New York 13, N'Y. rue 
No. 4 Model shown is 3 hp., Directorate, Procurement and Production Install 4 exhaust fans, Job NONE 5 Feb 54 
with larger and smaller a Soo small 25,069 can 54-5B 9 Feb 54 a. Brosa * 
sizes also to be made Langley Air Force Base, Virginia CaaS 
: Ai : 
available. Pens ae Ee. ae Stpye 9 Feb 54 CONTRACTS AWARDED THROUGH JAN. 25 
U. S. Naval Ordnance Plant, Indianapolis 18, Indi 
i GENERAL SERVICES ADMINISTRATION Temperature Test Chambers.—24, $4 "280.—Webber Mfg. Co., 
Description Quantity Reference App. Bid Pcs: er a hsm 3" Ind. 
x ureau 0 s, Washington 
Business Service Center, General Services Administration. Frozen. Food Cabinets single ‘phase. (549-672).—1 - 
Region 3, 7th & D Sts., 'S.W., Washington 25, D. C. don Refrigerator Co.. Inc., hiladelphia, Ba, ee ee 
Kuempel Adds Precipitron Ezell To Sell Westinghouse Air Conditioning 
| a “aes a CORONA, Calif—The B. V. Ezell Conditioning Div. 
m- deed tem, iia thea Line In Cincinnati Area Co. here has been awarded a fran- B. V. Ezell, owner of the company, 
ae chise as distributor of Westinghouse has been associated with all phases 
aa. | “WIN-SUM" TWINS 1S CINCINNATI—The Kuempel Co. self-contained and field-assembled air of industrial air conditioning for 
= / THE NAME GIVEN THIS Inc., here, has been awarded a pening conditioning equipment. The an- approximately 45 years. In addition 
aor | YEAR-ROUND SYSTEM ex- chise as distributor of the Westing- nouncement was made recently by to its sales and service of air condi- 
90° | hibited by Janitrol. Betty house home “Precipitron,” electronic W. B. Cott, sales manager of the tioning equipment, the firm operates 
tor Moss points to winter con- air Cleaner. Westinghouse Electric Corp.’s Air a general sheet metal shop. 
| 2 1 ditioner with new Janitrol The eninaiainine etn wns ae o- 
sat | Dure-tube heat exchanger. cently by W. B. Cott, sales manager 
ng, The summer air condi- of the Westinghouse Electric Corp.’s 
Lw- tioner, new to the Jani- i ioni CLASSIFIED ADV 
ot oat tas, ts clas & Air Conditioning Div., headquartered 
ing . : at Hyde Park, Mass. 
er- 2, 3, and S-hp. sizes. The L. L. Kuempel, founder and presi- . 
op- heating unit can be in- dent of the firm, has been associated RATES for “Positions Wanted” $7.50 | SALES ENGINEER experienced in air 
aid stalled separately with with air handling and air condition- per insertion. Limit 50 words. 15¢ per | conditioning and refrigeration has an 
ra- j the cooling unit added at i f 15 The fi word over 50. excellent opportunity with young, grow- 
_ .- a oa oh oe ng for years. e firm was or- RATES for all other classifications $10.00 ing, Midwest dealer in prosperous com- 
ganized in 1942 as an engineering | per insertion. Limit 50 words. 20¢ per | munity. Year-round work with attractive 
ans the same duct system. contracting company engaged in the word over 50 salary and bonus arrangements. Write, 
ter Automatic controls prevent design, sales, installation, and service ADVERTISEMENTS set in usual classi- giving particulars as to experience, edu- 
aid beth uals from operating ’ S, ie fled style. Box addresses count as five cation, and personal information. All re- 
aid | ae - of air conditioning equipment. words, other addresses by actual word | Plies confidential. BOX 4495, Air Condi- 
od ' @ Me cme Mae, In. 1949 the company expanded its | count. Please send payment with order. | tioning & Refrigeration News. 
ioe operation to include the distribution POSITIO = CARRIER CORPORATI pens 
ted of Westinghouse self-contained air sealer lent permanent prone 0 Pod to ex- 
lls conditioning equipment. poser MANAGER, engineering back- | pansion program, for man qualified to 
Ha . ground, proven record in heating, air promote sale of room air conditioners 
1 ¢ Jennings, ye! yoo er is conditioning, refrigeration—wholesale and through existing distributor organizations 
N- a ee | e firm. Jen- | retail. Experienced sales promotion, ad- | in South. Must have experience in this 
or- nings’ staff is made up of mechani- | vertising, personnel. Average earnings | or related field, and college degree or 
- cal engineers who are specialists in yo reg i = ~ og? ten ~— a pena ygnen Bay by letter, giving per- 
. matter of record. ore interest in sonal qu cations, experience, age, and 
air conditioning and air handling. future potential than initial earnings. BOX | references. BOX 4496, Air Conditioning 
" r Conditioning & Refrigeration & frigeration News. 
News. 
Davey Sales To Stage AIR CONDITIONING SERVICE manager 
—KEY NO. D-2112— EXPERIENCED IN all phases of whole- | for well-established, franchised air condi 
Open House Feb. 11-12 sale refrigeration and air conditioning; | tioning contractor in large pouthera oi , 
BOTH HEATING AND — management, and application. Over | Must be able to handle men, and be ex- 
OLIN sixteen years’ in line. Good appearance, , 
vane iG OR COOLING AKRON, Ohio—Davey Sales Co., | good education, ability to get along with perienced in technical and. administrative 
can be had in this aspects of large service operation. Real 
" .. Wholesaler of refrigeration, air con- | People, late thirties, family man. Would | opportunity for right man. State qualifi 
Servel absorption unit. ditioning. end heating pa: ate, eunplies be a definite asset to any organization. | cations availability, and « FE omens 
ng ' Glenn Galloway points to 8, & parts, supp'es, | Would prefer to locate somewhere in | compensation expected, . BOX ert A 
~ ann ‘omaat. ther 2d equipment, will hold an open | Florida. BOX 4492, Air Conditioning & | Conditioning & mefrigeration News 
jm, oe to ae ae house from 9 a.m, to 9 p.m. on Feb. | Refrigeration News. 
a can be used in this 2-ton 11 d 12 in its t 468 
a8: residential air conditioner 5 practi Ang quastere @ POSITIONS AVAILABLE pon -reeteeservic Pista Revs 
he to make it ° year-round "Buffet vetrechenente and p MANUFACTURER’S AGENT wanted, for NEW DRY beverage coolers; also com- 
— unit. ’ , rizes Texas, b uf. . bination beverage coolers with ice cube 
, by manufacturer of commercial 
4 are among features planned for the | anq residential air conditioning units. | ™#kers. Sizes 4’ 4”, 6 0”, and 7 0”. Very 
nit event. A number of manufacturers’ AUGUST G. BARKOW MANUFACTUR- fine coolers at most reasonable prices. We 
1id representatives will be on hand. ING COMPANY, INC., 2280 South 48rd | Tito“ trom Sur factors, LUNDSTROM 
a treet, Milwauk 2 ‘ our factory. 
~ The company, which is celebrating Se SS ee MANUFACTURING COMPANY, 1100 East 
a its fifth anniversary, was formerly | SALESMAN, ONE who has experience in | 87th Street, Chicago 19, Illinois. Tel. 
unt located at 170 S. Forge St. The new = — of 4 ne line of fixtures for | SAginaw 1-3800. 
ch oe utchers, who e butchers, etc. Attrac- 
ch = Ba yrrage mye 4 more Con- | tive salary and commission arrangement. | AIR CONDITIONING OR refrigeration 
id venien an e old one, Permanent job with well-known factor in | unit coolers or cold defusers. Nationally- 
ate the fixture industry. Write, giving full | known model 15M7. 3 tons refrig. up to 5 
id details of past experience and salary ex- | tons for air cond. Complete with motor & 
in Kent Black To Represent pected, to BOX 4477, Air Conditioning & | ceiling suspension mounting brackets, 10 
nt ‘4 4 efrigeration News. available. Brand-new, in original crates. 
x- Janitrol In Western Ohio Has € deep row copper coll & alum. Sine 
SALES ENGINEER: To join refrigeration for 110/220 Vv. 60 q speed. Each 
a (Additional pictures from the Build- control manufacturer in Midwest terri- | $147.00. “nee Pott peg Ph a, b, c 
; er’s Show appear on other pages of TOLEDO—Appointment of Kent J. pues AM ge = od a — widths. Dom. comm. indus. R & R EQUIP- 
Black as western Ohio sales repre- id , urers, an MENT COMPANY, 2724 Third Avenue. 
} this issue. More pictures will be pub- tati toe @uttnce Combest contractors. Earnings commensurate with | New York 54, New York. 
= lished 4 F rth sentative for Su m On | ability and experience. Experience in re- 
e m future issues. or fu or Corp.’s Janitrol Div. has been an- frigeration field required. Must be EQUIPMENT FOR SALE 
information use “Information Center” nounced by Harry C. Gurney, sales a or equivalent. en 
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AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 1, 1954 


Home Cooling Study 


(Concluded from Page 1, Column 5) 
tests under actual living conditions. 
Representatives of the Air-Condition- 
ing & Refrigeration Institute, the 
National Warm Air Heating and Air 
Conditioning Association, and the 
University of Texas will join with 
NAHB researchers. 

The investigators will try to ob- 
tain precise data on operating costs 
of various types and sizes of home 
air conditioners, noise levels, and de- 
sign problems. 

Studies will include the effect of 
various size window areas on the 
air conditioning system’s efficiency, 
the cost of cooling per 1,000 sq. ft. 
of floor area, reasonable minimum de- 
sign standards, installation details, 
and satisfactory protection for the 
home buyer against excessive opera- 
tion and maintenance costs. 

Research teams will study the cool- 
ing requirements of various types of 
construction; the most practicable 
and simple types of distribution sys- 
tems; effective control methods, and 
the possible effect of air condition- 
ing on various building materials and 
elements of the house, including ex- 
terior and interior furnishings. 

Of equal importance are the medi- 
cal and psychological studies that 
will be carried on simultaneously 
with the housing research. Techni- 
cians from the University of Texas 
will make a continuing study of the 
occupants of the 14 homes to find 
out what relation exists between the 
use of home air conditioning and the 
individual’s physical and psychologi- 
cal health. 

The Federal Housing Administra- 
tion and the Veterans Administration 
are also said to be interested in the 
Austin project with a view to getting 
accurate cost data for future mort- 
gage appraisals. 


ASHVE Election- - 


(Concluded from Page 1, Column 2) 
& Miller, Inc., Chicago; treasurer, 
Prof. E. R. Queer, director of De- 
partment of Engineering Research, 
Pennsylvania State college. 

Elected to the ASHVE Council for 
a three-year term were John H. Fox, 
sales manager, Minneapolis-Honey- 
well Regulator Co., Ltd., Toronto; 
A. J. Hess, president of Hess-Greiner 
& Polland, Los Angeles, and presi- 
dent of the American Society of Re- 
frigerating Engineers; Prof. C. H. 
Pesterfield, Michigan State college; 
and Prof. B. H. Spurlock, Jr., Uni- 
versity of Colorado. 

New members of the Committee on 
Research elected include W. F. 
Friend, John Everetts, Jr., Prof. C. 
F. Kayan, H. R. Limbacher, and E. 
F. Snyder, Jr. 

Veteran air conditioning engineer 
and inventor, Walter L. Fleisher of 
New York City received the F. Paul 
Anderson medal at this meeting in 
recognition of his contributions to 
the advancement of air conditioning, 
heating, and ventilating. 


RACCA Plan-- 


(Concluded from Page 1, Column 4) 
tional educational movement that 
will— 

1. Provide national regulated train- 
ing of mechanics to furnish the men 
necessary to absorb the work result- 
ing from the rapid growth of the 
industry. 

2. Provide regulated training of 
sales personnel qualified to represent 
the contractors in contacting the 
public. 

3. Provide a program to acquaint 
engineers, architects, and purchasing 
agents with the safety and security 
of doing business with “qualified 
contractors.” 

4. Provide a program to acquaint 
the public with the “qualified con- 
tractors” aims and standards. 

5. Provide a program bringing to- 
gether all contractors who do and 
can qualify and continue to meet 
standards established by RACCA. 

6. Bring these contractors together 
in local groups so that they may 
coordinate the program at the local 
level. 

With respect to the latter point, 
it is proposed that the program be 
started with affiliated local contrac- 
tor associations, and that member- 
ship of these associations be in- 
creased as soon as possible. 

RACCA will promote renewal of 
its affiliation with previous member 
organizations as well as with con- 
tractor associations recently formed 
who have expressed interest in be- 
coming affiliated. Formation of new 
local associations in smaller cities 
and communities, with membership 
ranging from 10 or more contractors, 
will be promoted. 


Gilbreath Named -- 


(Concluded from Page 1, Coiumn 2) 

Whereas the Air Conditioning Div. 
formerly was a part of the Westing- 
house Sturtevant Div., it now be- 
comes a separate and distinct operat- 
ing unit. The Sturtevant Div. will 
continue to manufacture air-handling 
equipment of all types. 

Headquarters of the Air Condition- 
ing Div. will be located at Staunton, 
site of a new Westinghouse plant 
scheduled for completion in June. In- 
cluded in the list of products to be 
manufactured at the new location 
are self-contained “Unitaires,” com- 
bination cooling and heating units, 
heat pumps, and residential cooling 
units. 

Gilbreath joined C.I.T. Corp. as an 
adjustor in 1930. From 1933 to 1934 
he was employed by McCoy & Gal- 
lagher, Inc., Charleston, W. Va., a 
firm dealing in domestic and com- 
mercial refrigeration. 

He was a buyer in the major ap- 
pliances department of Coyle & 
Richardson’s department store in 
Charleston from 1934 to 1937. For 
the next three years he was asso- 
ciated with Nash-Kelvinator Corp. 
and then joined Servel as assistant 
sales manager in 1945 and assistant 

® vice president in charge of air con- 


WRITE 
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2953 EASTON AVE + ST.LOUIS 6, MO 


ditioning in 1951. It is from this post 
that he comes to Westinghouse. 


York Sales -- 


(Concluded from Page 1, Column 3) 
Net earnings were $3,006,553, or 
$2.37 a common share, compared 
with $2,452,470, or $2.17 a share. 

New business booked in the 12 
months ended Dec. 31 amounted to 
$93,464,000, 44% higher than in 1952. 
The unfilled order backlog on Dec. 
31, covering contracts, orders from 
distributors, and accessory equip- 
ment, repairs, and maintenance, 
totaled $44,000,000. 


Sales, Service Firm Formed 


NEW ORLEANS—Romain Refrig- 
eration, Inc., sales and repairs, 123 
North Galvez, has been granted 
charter of incorporation listing capi- 
tal stock of $30,000. 


Nema Refrigerator Sales 
Drop to 139,511 In Nov.; 
Tl-Month Sales Top '52 


NEW YORK CITY — Refrigerator 
sales as reported by 17 manufactur- 
ers reached their lowest ebb in years 
during November, statistics issued 
by the National Electrical Manufac- 
turers Association revealed here re- 
cently. 

During that month, these manu- 
facturers shipped only 139,511 units, 
23% fewer than in October and 50% 
less than during the month of 
November of 1952. 

Sales for the first 11 months of 
the year, however, were still 4% 
ahead of sales for the same period 
in 1952. 

In the 11 months, these manu- 
facturers had shipped 3,293,398 re- 
frigerators as compared with 3,145,- 
168 in the same period of 1952. 

November sales to Canada were 
reduced to a mere trickle. Only 840 
boxes were shipped to that country 
during the month as compared with 
2,980 in October and 8,467 in Novem- 
ber, 1952. 

Sales to other foreign countries, 
totaling 17,983 units, were at the 
same level as October and 33% 
ahead of November, 1952. 

For the 11 months, sales to Canada 
were 3% behind last year, while 
those to other foreign countries were 
up 22%. 

November sales within the United 
States were down 24% from Octo- 
ber and 54% from last year. Eleven- 


months-sales were up 3%. 
= 


Summary for November and First 11 Months, 1953 
Complete Electric Household Refrigerators Only—Sales By Sizes—Units 


NOVEMBER (17 Companies) 


Sizes Domestic Canadian Foreign Total 
1. Less than 4 cu. ft..... ied 
te SEN a Ses Cea ees 1,163 aki 50 1,213 
eee ie oe 8 8 
a ea hc oe ks a 6,194 De 660 6,854 
a Cee 14,104 546 6,921 21,571 
eS ser | 21,632 25 3,987 25,644 
To ns aod bo che hao 20,672 38 3,273 23,983 
i, Ue leer 19,964 66 1,523 21,553 
af ae eee 30,925 65 1,287 32,277 
10. 12, 13 cu. ft. and up.. 6,034 100 274 6,408 
D0, Es ba vies see Maas 120,688 840 17,983 139,511 
Refrigerators Having Two 
Exterior Doors (All Sizes 
Included In Above) .... 14,684 20 481 15,185 
FIRST 11 MONTHS (17-18 Companies) 
Sizes Domestic Canadian Foreign Total 
1. Less than 4 cu. ft..... ven son 
oe Baers ork ee ins 18,899 5 1,601 20,505 
ee: ee 976 247 204 1,427 
EG: 4.8559 S845:56 ovo 112,562 139 14,691 127,392 
ee MS Ss Si Saw dies dae 462,274 24,420 45,920 532,614 
eh Ee Ore ee eee 430,720 17,630 44,910 493,260 
a eee eTT Te 780,157 39,833 59,262 879,252 
eS ret * 397,325 28,575 17,948 443,848 
—_ @ % Serer. 596,621 11,399 23,670 631,690 
10. 12, 13 cu. ft. and up.. 156,263 2,475 4,672 163,410 
SR Ge aki cos Raw oes ee 2,955,797 124,723 212,878 3,293,398 
Refrigerators Having Two 
Exterior Doors (All Sizes 
Included In Above) 318,089 2,028 14,297 334,364 


Participating companies: Admiral Corp.; Appliance & Electronics Div., 
Avco Mfg. Corp. (Crosley & Bendix Divs.); Coolerator Co., a Div. of Inter- 
national Tel. & Tel. Corp.; Deepfreeze Appl. Div., Motor Products Corp.; 
Frigidaire Div., General Motors Corp.; General Electric Co.; Gibson Refriger- 
ator Co.; Hotpoint Co., Div. of General Electric Co.; International Harvester 
Co.; Kelvinator Div., Nash-Kelvinator Corp.; A. J. Lindemann & Hoverson Co.; 
Norge Div., Borg-Warner Corp.; Philco Corp., Major Appliance Div.; Quicfrez, 
a Seeger Refrigerator Co.; Servel, Inc. (In 3-1-53); Westinghouse Electric 

‘orp. 


REFRIGERATION ENGINEER 


An expanding Chicago manufacturer offers excellent opportunity 


to qualified refrigeration engineer. 
ing, testing, and setting up manufacturing procedures for ice making 


machines ranging from '% to 25-ton capacities. 


Top starting salary and company benefits to the applicant 
selected on the basis of knowledge, initiative, and ability. 


Include in first letter age, past experience, and salary range. 
Box 4498, Air Conditioning & Refrigeration News. 


Man must be capable of develop- 


FOR CLOSER CONTROL IN REFRIGERATION 


THIS is Capilator—developed by Wolverine for the refrigeration industry—available in 


copper or aluminum. It is used primarily as a metering device for the control of liquids, 


gases, and air. 


LOOK AT CAPILATOR’S OUTSTANDING ADVANTAGES: 


I It is plug drawn—so that the I.D. will be uni- 
form, mirror-like, absolutely smooth. 


e as 
2 The I.D. tolerances are held to within plus 
or minus .001—it’s engineered to meet your 


flow requirements. 


3 It is flow-tested—for guaranteed perform- 


ance. 


z | Its ends are chamfered. They’re paper 
wrapped to insure clean tube. 


Leading manufacturers of refrigeration and 
air conditioning equipment are numbered 
among Wolverine’s oldest customers. Yes, if 


you manufacture refrigerators, freezers, win- 


PLANTS IN DETROIT, 


MICHIGAN, AND DECATUR, 


YOU NEED 


Capilator’ 


—the capillary tube for restriction purposes 


dow coolers—any product where close con- 


trol is important—Capilator is your best bet. 
Remember, too, that Wolverine produces a 
complete line of tubing and fabricated parts 
of copper (and its alloys), aluminum or 
electric-welded steel. Write today for 
Wolverine’s information-packed booklet on 
Capilator. WOLVERINE TUBE DIVISION 
of Calumet & Hecla. Inc., 1413 Central Ave.. 


PAT. OFF 


Detroit 9, Michigan. cnet. Wb 


WOLVERINE TUBE DIVISION 


OF CALUMET & HECLA,. INC. 


Manufacturers of Quality-Controlled Tubing 


ALABAMA * Sales Offices In Principal Cities 


EXPORT DEPT., 13 E. 40th ST., NEW YORK 16, N. Y. 
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